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It’s true... we're not as large as many... 
you judge on size alone? 

We honestly strive to measure our stake in the 
kind of a job we do. And biggest and best... 
molding profits plus ...are our gains in friend- 
ly service. 

Thanks to our Field Force, gains have 
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What makes Tom Jenkins a “Shower Caruso’? 


Tom JENKINS sings in his shower because, as far as 
he’s concerned, “all’s right with the world.” 

Tom is one of those fortunate individuals who 
doesn’t think of his job as “work.” An Equitable 
Society representative, he enjoys his job—the people 
he meets—the good he’s able to accomplish for his 
home town. 

For instance, in Tom’s community are more than 
4500 families—that’s over 17,000 people—who have 
the all-round security that comes from extra life 


insurance, accident and sickness insurance, plus 


hospital, medical and surgical benefits now and 





uisten To “THIS 1S YOUR FBI” 


..- Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT « ABC Network 























retirement income in the future! All this, because 
Tom arranged for complete group insurance cover- 
age with The Equitable Society on the biggest mill 
in town. 

Yes, Tom Jenkins’ work as an Equitable Society 
representative is more than just a “job”—it’s a good 
way of life. He sings in the shower because he knows 
that he is doing his bit to make the world a better 
place to live in. He takes a deep satisfaction in his 
work...in the respect that is his as a member of a 
highly regarded profession and as a representative 
of an institution like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President+393 Seventh Avenue, New York I, N.Y. 
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Two Big Questions 
in Connection with 
Cash Sickness Plans 


Pike Analyzes Situation 
Before Bureau of A. & H. 
Underwriters 


The two big questions in connection 
with cash sickness insurance, Albert 
Pike, actuary of 
Life Insurance 
Assn, of America, 
told Bureau of A. 
& H. Underwriters 
at its annual meet- 
ing at Virginia 
Beach, are: (1) Will 
they spread to other 
states; (2) can pri- 
vate insurance, over 
a period of years, 
successfully com- 
pete in states like 
California and New 
Jersey where pro- 
vision is made in 
the law for the voluntary substitution 
of private insurance for state fund cov- 
erage. 

Incidentally, Mr. Pike dislikes the 
expression, “cash sickness insurance.” 
He said the word “cash” seems to have 
been inserted to distinguish it from med- 
ical and hospital care insurance in a 
social security program, where the bene- 
fits would be on a service basis. Since 
the use of the word “cash” implies these 
other government sponsored programs 
not payable in cash, he prefers some 
other expression, and said that perhaps 
the best one suggested so far is “sick- 
ness compensation.” It parallels the 
widely accepted expressions “workmen’s 
compensation” and “unemployment com- 
pensation,” and does not have the un- 
desirable implication of “cash sickness.” 


Probability of Extension 


On the first question, whether thev 
will spread, he said there is a possibility 
that the movement will not go much 
beyond present bounds, as only one 
more state, Alabama, has the peculiarity 
in its unemployment compensation tax 
law which made it possible for Rhode 
Island, California and New Jersey to 
enact sickness compensation legislation 
without imposing new taxes, by the 
simple expedient of diverting existing 
employe taxes. In other states, new 
taxes will have to be levied if sickness 
compensation laws are to be enacted. 

Mr. Pike feels, however, that the pop- 
ularity of social security legislation, the 
Present existence of four sickness com- 
pensation plans on a going basis, and 
the bait available to some states of re- 
couping tax moneys from the federal un- 
employment trust fund if used to finance 
sickness compensation programs, will op- 
erate to keep sickness compensation 
laws a live issue for a long time to 
come, 

The other question is more difficult, 
but he believes that, with reasonably 
sympathetic administration by state of- 
ficials, it will be possible to compete -in 
Plans like that in New Jersey, but that 
the California type of plan requires a 
combination of favorable circumstances 
upon which one can not always rely. The 
difference between the two state laws 
lies in the difference in the way benefits 
are financed. The California plan pro- 
viding for a uniform tax rate, leads in- 
to two serious difficulties: (1) A demand, 





Albert Pike 
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Todd, Zimmerman, 


Palmer, Furey on 
LIAMA Program 


John O. Todd, general agent North- 
western Mutual, Chicago; W. Rankin 
Furey, vice-president Berkshire Life, 
and H. Bruce Palmer, vice-president 
Mutual Benefit Life, will be the speak- 
ers the morning of the second day of 
the L.I.A.M.A. annual meeting at Edge- 
water Beach hotel, Chicago. The meet- 
ing takes place Nov. 10-12. : 

Mr. Todd will describe the launching 
and development of his agency. Mr. 
Furey will discuss agency costs. Mr. 
Palmer, the final speaker of the morn- 
ing, will discuss “Meeting the Chal- 
lenge of a Managerial Organization 
Growing Old.” He is a former general 

ent. ; 
ie” the afternoon Charles J. Zimmer- 
man, associate mangaging director o 
L.I.A.M.A., will again direct the insti- 
tutional forum which was the hit of last 
year’s meeting. Participants, who have 
not yet been announced, will include 
leaders in other phases of life insurance 
who will discuss subjects of current in- 
terest. =n 

Companies with less than $150 million 
in force will hold their annual dinner 
that evening with Harry S. McConachie, 
vice-president American Mutual, presid- 
ing. as chairman. . 

Opening day speakers, previously an- 
nounced, include President. Thomas I. 
Parkinson of Equitable Society and 
Vice-president Dudley Dowell of New 
York Life, who is president of 
L.I.A.M.A. 


as in California, for a so-called “antise- 
lection clause” whereby private insurers 
are allowed to do business by suffer- 
ance only so long as it appears that 
they are insuring some poor risks along 
with the good, and (2) creation of a 
situation whereby the state plan is 
chronically either overfinanced or under- 
financed, to the ultimate disadvantage of 
private insurance. 


Robs Peter to Pay Paul 


As California collects the same tax 
from everyone, even though the rate of 
claiming of benefits will not be the same, 
he said it robs Peter to pay Paul, a 
process which is justified on the argu- 
ment that the social security concept 
requires a pooling of good and poor 
risks. Therefore, the state plan seeks 
to require all insurers to insure an 
average cross-section of risk by impos- 
ing the “antiselection clause. Aside 
from the obvious poor business policy 
of insuring bad risks along with the 
good in the hope that some how every- 
thing will average out, he pointed out 
that control of the application of this 
clause gives the state plan adminis- 
trators, “who mind you are our com- 
petitors, a veto over our right to do 
business.” Fortunately, ‘California offi- 
cials have administered their statute in a 
sympathetic manner, recognizing the de- 
sirability of encouraging private plans, 
but it is too much to expect that ad- 
ministrators of other state laws will 
always see things the same way. 


Get Away From Flat Tax 


The other difficulty of the California 
plan, chronic overfinancing or under- 
financing—at present it is overfinancing 
—is perhaps even more serious than the 
antiselection clause. The solution to this 
dilemma, he feels, is to get away from 
the flat tax rate, and instead set 
up some system whereby the state plan 
will vary its tax, or premium rate, auto- 
matically with the risks it insures. 

That is what the New Jersey law 

(CONTINUED ON PAGE 28) 


ALC Prefers No 
Change in Plan of 
Choosing Leaders 


In electing members of the executive 
committee at the recent annual meeting, 
the American Life 
Convention mem- 
bers made it clear 
that they prefer to 
continue the system 
of reelecting mem- 
bers whose terms 
expire and adding a 
new man to take 
the place of what- 
ever executive com- 
mittee member be- 
comes president. 

Operating under 
a new constitutional 
provision, the nom- 
inating committee 
brought in a slate of nine, from which 
four were to be elected for regular 
three-year terms and one to fill the un- 
expired term of W. E. Bixby, presi- 
dent of Kansas City Life, who was 
nominated for president. As_ Fred- 
erick D. Russell, president Security 
Mutual Life of Binghamton, announced 
before the balloting, this new plan was 
being tried to see whether the members 
wish to go on reelecting members as 
their terms expire or prefer to elect 
some new members in their places. He 
said that the vote of the membership 
would be taken as an indication of 
whether next year the committee should 
bring in a slate with more candidates 
than places to be filled or whether it 
should return to the former practice 
of renominating those whose terms ex- 
pired plus one new man to fill the va- 
cancy caused by the election of a mem- 
ber as president. The latter course will 
presumably be followed next year, in 
view of the results at the 1948 election. 


Byron Elliott Withdraws 


The slate of nine was reduced just 
before election by the withdrawal of 
B. K. Elliott, executive vice-president 
of John Hancock, on the ground that 
the New England section was already 
well represented by President A. T. 
Maclean of Massachusetts Mutual. 

To simplify the election procedure 
the members decided that the four 
nominees receiving the highest number 
of votes should be elected for the reg- 
ular three-year terms and that the fifth 
man in number of ballots should fill 
Mr. Bixby’s unexpired term, which ends 
next year. The four with the highest 
number of votes were the four whose 
terms had just expired: F. W. Hubbell, 
president Equitable of Iowa; Ralph R. 
Lounsbury, president Bankers National 
Life; Frazar B. Wilde, president Con- 
necticut General Life, and Cecil Woods, 
president Volunteer State Life. Frank 
P. Samford, president Liberty National 
Life, was elected to fill Mr. Bixby’s un- 
expired term. 


Retiring Chief Serves Ex-Officio 





Russell 


F. D. 


In the past it has been customary to 
elect the retiring president to the ex- 
ecutive committee. However, under the 
new constitutional setup R. B. Richard- 
son, president of Western Life of Mon- 
tana, becomes a member of the execu- 
tive committee for a two-year term ex- 
officio as immediate past president. 

The convention, at the suggestion of 
President Richardson and on motion of 
Chairman Isaac Miller Hamilton of 
Federal Life, went on record as missing 
C. M. Cartwright, editor emeritus of 
THE NATIONAL UNDERWRITER, and hop- 
ing that he would be on hand at next 
year’s meeting. It was the first gath- 
ering of the American Life Convention 


UOPWA to Bring 
$1 Million Suif 
Against Prudential 


Charge That 3 Leaders 
Are Communists Provokes 
Libel Action Preparations 


A million-dollar libel suit will be 
brought against Prudential by the CIO 
United Office & Professional Workers 
of America, according to John Stanley, 
secretary-treasurer of the union. 

Leonard Boudin, attorney for the 
U. O. P. W. A,, said the suit is over 
statements made in a letter by Pru- 
dential to 14,000 of its industrial agents. 

The letter, signed by Orville E. Beal, 
Prudential vice-president, alleged that 
James H. Durkin, president of the U. O. 
P. W. A., and Leon W. Berney, union 
vice-president, had admitted that three 
of the union’s national officers were 
communists. 


Charge Not Confirmed or Denied 


Mr. Beal’s letter evoked from Presi- 
dent James H. Durkin of the U. O. P. 
W. A. an angry letter addressed to union 
locals calling Mr. Beal’s “accusations” 
a “tissue of distortions and fabrications.” 
However, the letter did not confirm or 
deny the existence of communist leader- 
ship in the union. Instead, it accuses 
Prudential of wanting a company union. 
As evidence of the latter the union 
letter states that Prudential demanded 
that the union “abandon grievance acti- 
vities, stop interfering with ‘educational 
programs’ and production drives by the 
company and eliminate union leaders at 
any level from top to bottom of our 
union who carried on militant, aggres- 
sive activity.” 

Asked why its letter made no direct 
denial of communistic leadership, 
UOPWA said it would specifically an- 
swer the “implication of communism” im 
its .uit against Prudential. 





Britain Has Problem in 
Insuring Self-Employed 


Big problem now facing the British 
government, in its national health 
scheme, is the fact that over one million 
self-employed persons have failed to 
register. Meantime they are obtaining 
insurance benefits of various types and 
are reckoned to owe the state about 
£1% million for services or benefits. 
granted, but not paid for. 

Some 700 inspectors have been ap- 
pointed to find the 300,000 self-employed 
who should pay 6s2d for men and 5sid 
for women, weekly, and 700,000 non- 
employed whose contributions are 4s8d 
for men and 3s8d for women. The min- 
istry of national insurance points out 
that without a stamped insurance card, 
benefits cannot be claimed. The widow 
of a man who has not paid will not get 
a pension. There will be no immediate 
prosecutions, 





that Mr. Cartwright had missed since it 
was organized in 1906. 

Memorial resolutions on the 19 ex- 
ecutives of member companies who died 
during the past year were adopted. 

Attendance was 988, including 152 
women guests. This constitutes a new 
record. 
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tresses 


N eed of Group 


for Smaller Employers 


The importance, from both a business 
and social standpoint, of providing group 
coverage for em- 
ployers who by 
themselves are too 
small to purchase 
group life, was em- 
phasized by H. 
Ladd Plumley, 
vice - president and 
secretary of the 
group department 
of State Mutual 
Life, at the com- 
pany’s recent con- 
vention. 

“Tt is difficult to 
find logical reasons 
for believing that it 
is an asset to our system for us to in- 
sure the employes of a large motor cor- 
poration yet detrimental to insure the 
employes of a small garage, provided 
they are joined by enough other such 
groups to make the underwriting sound,” 
he said. He warned of the danger it 
these and other small groups tried _self- 
insurance and the very strong possibility 
of federal insurance if such plans should 
get into trouble. ‘ 

Mr. Plumley said it is currently esti- 
mated that 90% of group life insurance 
is in force on single employed units or 
their subsidiary companies, about 3% on 
creditor insurance and the remainder, or 
something less than 7%, is represented 
by policies issued to labor unions or 
multiple-employer coverages. However, 
he said it would be incorrect to mini- 
mize the importance of insuring small 
employers, pointing out that the statisti- 
cal abstract of the United States for 1946 
states that 144%4% of manufacturing con- 
cerns covered in its analysis are limited 
to proprietors only, with no employes; 
41.2% have one to five employes; 26.6% 
have six to 20 employes; 12.8% have 20 
to 50 employes, which means that 
85.1% of manufacturing establishments 
have less than 50 employes, even though 
it is true that 19.2% of the total number 
of employes are employed in this group 
of establishments. 


Many Veterans in Group 


“This group of small employers, how- 
ever, constitutes a body of substantial 
economic consequences to the United 
States,’ Mr. Plumley said. “Among 
them we will probably find many veter- 
ans of World War II, who because of 
service-connected disability are unable 
to secure individual policies of insur- 
ance. There is a moral and economic 
obligation to seek by all sound and legal 
means to provide minimum protection 
for this group.” 

He also expressed the conviction that 
since the insurance industry clearly does 
not want to force groups involved in 
collective bargaining into self-insurance 
or social insurance, there must be 
paths whereby such groups can obtain 
insurance through trustees of a fund. 
Saying that this seemed to be a “must” 
Mr. Plumley added that “perhaps we 
can also agree that it is ‘must’ that we 
construct the necessary procedures for 
sound underwriting of small groups in 
this country. The excluding of a vast 
number of establishments from coverage 
under group insurance plans does not 
look like the pursuit of usefulness for 
this insurance industry of ours.” 


“Depth” Causes Complaints 


Discussing the insurance of associa- 
tions under group plans, Mr. Plumley 
said that it seemed to him that it was 
not the breadth of the coverage that 
agents were complaining of but the 
depth of it and said he did not think the 
agent would have any objection if every 
employe were covered for a _ floor 
amount of group insurance protection. 
The possibility of overlapping and inter- 
locking protections and the possibility 
of having too much term insurance in 





H. L. Plumley 





force on an individual life is at the core 
of this problem, Mr. Plumley said, add- 
ing that State Mutual’s group depart- 
ment is alert to this situation and is tak- 
ing all possible steps to prevent it. The 
company has a small number of group 
policies written on unions and while it 
cannot yet draw final conclusions it has 
no reason to believe that this type of 
business, if handled with appropriate 
procedures, will be unsatisfactory in any 
Way. 

Discussing what should not be done, 
Mr. Plumley said there should be no in- 
surance of groups where the lack of a 
possible spread indicates that there will 
be adverse underwriting selection. Si- 
lent partners and persons only remotely 
connected with small establishments 
must not be considered active workers. 
The company must be aware of dangers 
inherent in any group where there is no 
reasonable clear-cut division between ac- 
tive and retired personnel. The com- 
pany must be on the watch for dangers 
inherent in any case that can become a 
“closed” group, such as where members 
of new personnel move into the group 
or incentive for participation in the 
group is small. Finally, insufficient fa- 
facilities for sound administrative and 
accounting procedures cannot be toler- 
ated. 


NEED EXPERIMENTS 


Mr. Plumley said that the foregoing 
rules would remove from consideration 
a substantial percentage of so-called as- 
sociation business, but he said that a 
good deal of the present work is explor- 
atory. He expressed opposition to any 








substantial changes at present in section 
“ey of the commissioners model group 

ill. 

“The time has not yet come to draw 
conclusions,” he said. “Knitting into the 
fabric of our statutes small and restric- 
tive underwriting provisions before op- 
portunity has been given to base such 
law upon the plain hard facts of experi- 
ence would seem the wrong way to pro- 
ceed. Neither our business nor most 
‘business in America was founded or sur- 
vived without sound experiment.” 

When it is realized that $1,900 is the 
average amount of group life insurance 
now in force there seems little need to 
discuss the agent’s value in determining 
optional modes of settlement and other 
finer points of the insurance business, 
Mr. Plumley said, for group life does 
not furnish that kind of protection, being 
rather bread, clothes and rent for a 
limited period. The individual’s sup- 
plemental needs and the refinements in- 
cident thereto are a part of the ordinary 
life program and should not be trans- 
gressed by group insurance, he said. At 
the same time he warned that “we must 
never forget that the duty of life insur- 
ance companies in America is a job of 
insuring as many as possible and as well 
as possible and that the success of the 
industry must be measured quantita- 
tively as well as qualitatively.” 


No Instruction Manuals Needed 


Mr. Plumley said that minimum pro- 
tection can be provided for every indi- 
vidual at least to the extent of approxi- 
mately a year’s pay under group insur- 
ance without need for individual serv- 
icing of each person’s certificate since 
“certain things of general basic utility, 
such as carpet tacks and group insur- 
ance, do not need an individual course 
of instruction regarding their applicabil- 
ity for use under given circumstances.” 

Discussing State Mutual’s group in- 
surance in force, Mr. Plumley said that 

(CONTINUED ON PAGE 28) 
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matured policy to a widow, or to a child, or to a policy- 
holder himself at retirement age, is truly a friend. 


He is a friend who is a part of the institution which 
made such a modern miracle possible. In many cases 
he is the friend who sold the policy which is now ma- 
‘tured. Therefore he was, and is, a friend indeed. 


By the same token, he would have been an unfaithful 
friend, even an enemy, had he neglected to establish the 
needed insurance plan in the affairs of the man who 
has financial responsibilities toward his family even 
after his earning power is destroyed by death, or to 
himself in later years after his earning power is worn 
out with the running of time. 


The people of America need you the life underwriter 
for a friend—they need your service, your knowledge, 


Insurance in Force—August 31, 1948—$374,756,352 
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Selection Men’s 
Program Released 
for Nov. 17-19 Meet 


The Institute of Home Office Under. 
writers has released the program for jts 
annual meeting Nov. 17-19 at Hotel 
Statler, Washington, D. C. N. Murray 
Longworth, assistant secretary of Unit- 
ed Benefit, will be chairman of the meet- 
ing and will preside at the opening ses- 
sion, Advance registrations indicate an 
attendance of more than 350 members 
and guests. The complete program fol- 
lows: 

Tuesday, Nov. 16 

Executive committee meeting. The 
educational program committee will re. 
port on progress in selecting material to 
be included in the syllabus, which they 
expect to have ready in time for fal] 
study. 

Wednesday, Nov. 17 

General meeting. 
of Robert B. Caplinger, vice-president 
Reserve Loan Life. Arthur Coburn, vice- 
president Southwestern Life, will speak 
on underwriting. Reports of committees 
and officers. Officers, members of the 
executive committee, and past presidents 
will be luncheon hosts to representatives 
of member companies admitted during 
the past year. Case clinic in afternoon 
will be conducted by James Q. Taylor 
underwriting director Northwestern Na- 
tional, and Emmett Russell, Jr., as- 
sistant secretary Life & Casualty, as 
co-chairmen. An informal reception will] 
start at 6 o’clock. 


Thursday, Nov. 18 

Morning session in charge of John B. 
Ulrey, chief underwriter American United 
Life. Dr. Ennion S. Williams, medical 
director Life of Virginia, will speak on 
underwriting procedure. J. Harold Smith 
of the O’Toole Associates, New York 
City, will speak on principles of admin- 
istration as applied to new business op- 
erations. Report of the auditing com- 
mittee and the morning session will close 
with the election of officers. The in- 
dustrial round table session Thursday 
afternoon will be in charge of James DP, 
Renn, secretary Peninsular Life. Carlisle 
M. Herron, vice-president Life & 
Casualty, will speak on “The Secret of 
Socrates”. The industrial case clinic and 
open forum will follow. 
Friday, Nov. 19 

The ordinary round table session will 
be conducted by Walter K. Fritz, secre- 
tary Capitol Life. “Juvenile Insurance 
——a Review of Its History and Today’s 
Underwriting Problems”, will be _ pre- 
sented by T. B. Anderson, underwriter 
Connecticut General. His paper will be 
discussed by John S. Cook, underwriter 
Bankers National Life. Remaining time 
will be devoted to an open forum. 

Entertainment plans for wives and 
guests include a luncheon and several 
sightseeing trips. 


Presidential address 


More Companies Recognize 
Value of L.O.M.A. Courses 


A poll taken at the second instructors’ 
seminar of L.O.M.A. institute at Omaha 
indicated an increasing tendency among 
companies to offer a financial incentive 
to employes to study the association’s 
program. Another trend shown was 
that an increasing number of companies 





are holding classes partly or wholly on 
company time. There were 13  in- 
structors present from nine companies. 
The seminar was conducted by James 
H. Kohlermann, education director, and 
devoted major attention to the problems 
of arousing and maintaining student in- 
terest in company educational activi- 
ties. 

Mr. Kohlerman is on a tour visiting 
all L.O.M.A. companies in the north- 
west. He will hold a seminar in San 
Francisco Oct. 18-20. 


Hold Rally at Wausau 


Members of the Carrol J. Moors 
agency of National Guardian Life from | 
nine cities in the area attended a sales 
conference at Wausau, Wis. On hand 
from the home office in Madison, Wis., 
were Richard Boissard, president; Larry } 
Larson, executive vice-president; Al G. | 
Schmedeman, director of agencies; Don- | 
ald Clapp, agency secretary; Harry | 
Manzer and Thomas Miller, supervisors. 
Plans were discussed for a sales drive | 
in October with a goal of $334 million | 
of new insurance. 
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U. of Wis. Study 
Covers New Era 
of Regulation 


University of Wisconsin school of 
commerce has published a 90-page 
treatise on “Federal Regulation of In- 
surance” that was prepared by John W. 
Cowee, research assistant, under the 
direction of Charles C. Center, associate 
professor of commerce. This covers his- 
torical development of regulation, con- 
sequences of the 1944 S.E.U.A. decision, 
subsequent legislative developments, a 
discussion of the all-industry commit- 
tee bills and in conclusion, the author 
vouchsafes that the S.E.U. A. case marks 
the start of a third general period of 
jnsurance regulation. 

The basic objective in the first period, 
he said, was revenue for the state. In 
the second period the objective was af- 
firmative regulation by the states in 
the interest of the public. Congress has 
now said that the states may continue 
afirmatively to regulate insurance and 
that the federal government may set 
the standards, especially through its anti- 
trust laws. Therefore, if the states do 
regulate, that regulation must be ef- 
fective and must affirmatively control 
those insurance practices that would 
otherwise be violative of federal statutes. 


Federal Hand in Background 


Federal supervision and additional fed- 
eral legislation are being held in re- 
serve to be committed if and when it 
becomes evident that the states are not 
able adequately to protect the public 
interest without further collaboration 
from the federal government. The states 
have already done much, he said, and 
a regulatory system has been outlined 
which seems to combine competitive, 
cooperative and supervisory elements, 
and state and federal authority in a co- 
ordinated system well designed to allow 
for the unique characteristics of the in- 
surance business and to provide for the 
public need for efficient service and fair 
rates. 

The action that has been taken leg- 
ally is defensible, he said. Practical re- 
visions and adjustments will undoubtedly 
have to be made and this process must 
of necessity be gradual. The industry is 
an overwhelmingly large one and affects 
substantially every member of the so- 
ciety and every business and industry. 
By a process of attrition, the problems 
that will present themselves will be re- 
solved in the best interests of the public 
and with the aim of fostering an orderly, 
stable and ethical industry of insurance. 





Foster Heads New Ordinary 
Area for Prudential 


Kenneth C. Foster, director of re- 
search for the Prudential ordinary agen- 
cies department, has been appointed su- 
perintendent of agencies for the newly 
formed metropolitan area, embracing 
New York, Newark and Philadelphia. 

The agencies in the northwestern and 
southwestern regions which have not 
been transferred to the western home 
office have been merged into a new mid- 
continent region. This region will form 
a part of the mid-central area, formerly 
known as the central-western area, 
under Robert J. Murphy, superintendent 
of agencies. Donald E. Bishop, man- 
ager of the former south-western region, 
becomes manager of mid- continent. 

Mr. Foster joined Prudential in 1938 
in Newark. He was transferred to the 
home office in 1941. He is a veteran of 
the recent war and holds degrees from 
pee. Columbia and Newark universi- 
1es 





R. A. McKean, Jr., associate general 
agent of Berkshire Life at Pittsburgh, 
will address the Pittsburgh Life Super- 
visors Club at luncheon Oct. 18 at the 
Hotel Roosevelt. He will talk on juve- 
nile insurance. 


XUM 


Mehr-Osler Book 
to Be Published 


A college textbook on life insurance, 
scheduled for spring publication by the 
Macmillan Co., has been completed by 
Dr. R. I. Mehr of the University of 
Illinois and R. W. Osler of The Rough 
Notes Co. Designed specifically for 
use in a basic life insurance course 
such as taught in the economics depart- 
ment of many universities, the book will 
be suited for use either with students 
planning advanced courses or those for 
whom this will be the only insurance 
course. 

The book, highly praised by univer- 
sity insurance teachers to whom the 
publisher submitted the manuscript for 
an opinion, seeks to eliminate any mys- 
tery about the operation of the life 
insurance business by handling it in 
terms of the structure of general busi- 
ness with which college students are 
already acquainted. Carrying out this 
objective, it is divided into five sec- 
tions titled, respectively, “The Prod- 
uct,” “The Uses,” “The Market,” “The 
Companies,” and “The Industry.” An in- 
troductory section, “The Bases of In- 


surance,” covers the principles of in- 
surance for those classes in which a 
basic life course is the first insurance 


course studied. 





Prepare for Boardman Month 


Indiana representatives of Wisconsin 
National Life met at Indianapolis last 
week for a one day sales conference 
in preparation for the company’s Octo- 
ber sales campaign which is being held 


in honor of Robert P. Boardman, pres- 
ident. 
Speakers were Al Senderhauf and 


Robert Savage of the home office; Eber 
M. Spence, agency director of American 
United Life; S. G. Hall, district agent, 
and W. T. Smith, manager of Indiana 
agencies. 


Bercu Decision Is 
Upheld in New York 


NEW YORK—The decision of the 
appellate division of the supreme court 
of New York, first department, in the 
Bercu case, which has been of wide 
interest to life agents, has now been 
made final, and an injunction issued. 
The court had held that Bernard Bercu, 
a C.P.A., in giving a written opinion 
ona tax matter for a fee to a firm 
which was not a regular account client, 
practiced law. The case was brought 
by the New York County Lawyers 
Assn. 

The court stated that “a taxpayer 
may, if he wishes, leave the entire 
preparation of the tax return to his ac- 
countant, legal incidents included, with- 
out the necessity of engaging a lawyer. 
When, however, a taxpayer is confront- 
ed with a tax question so involved and 
difficult that it must go beyond its 
regular accountant and seek outside 
tax law advice, the considerations of 
convenience and economy in favor of 
letting its accountant handle the mat- 
ter no longer apply, and considerations 
of public protection require that such 
advice be sought from a qualified law- 
yer.’ 

In making the decision final the court 
enjoined Mr. Bercu from holding him- 
self out as a tax consultant, “or by 
any equivalent designation.” 





Feigenbaum to N. Y. Post 


Samuel Feigenbaum, who has been 
with the New York insurance depart- 
ment 20 years, has been placed in 
charge of the policy bureau at the 
Albany office, where Victor Cohen, 
who recently joined Prudential, for- 
merly was chief. Mr. Feigenbaum has 
been with the department 20 years, 16 in 
the complaint bureau and four years in 
the life insurance bureau. 








is peculiar in itself. 


start listening. 








Stop and Start 


The working life insurance underwriter finds that 
somewhere in the average sale there is one particularly 
difficult moment. And how he handles that moment pretty 
much determines his chances of success in the sale. 
Penn Mutual News Letter questioned a number of lead- 
ing Penn Mutual producers, asking them to name that 
difficult moment and to tell what they do about it. 


Of course the answers were various, for every man 
has his own way of selling and probably every man has 
a weak spot in his sales talk. And, of course, every sale 


The surprise in examining the answers was that sev- 
eral of them were of one opinion. It was this:—That he 
finds it difficult not to over-extend himself. They were 
agreed that the difficult moment was when it was time 
to stop talking. And the solution to the problem was to 
learn to know that moment and then stop talking and 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Group Men Find 
Industrial Relations 
Knowledge Valuable 


Some of the producers and company 
men who specialize in group coverages 
have found it expedient to become as 
well versed in industrial relations as 
they are in insurance. They have dis- 
covered that from the smaller employers 
there is a great need for appreciation for 
advice in the industrial relations field. 
These employers do not have the time 
to keep up with developments and are 
not in a position to hire industrial re- 
lations counsel. The insurance people 
often are their main source of informa- 
tion on employe relations and, needless 
to say, the agents who can be of help 
in this direction are quite likely to be 
those who will write the employe benefit 
coverages. 

For example, there is one broker at 
Chicago who has immersed himself in 
industrial relations, by learning as much 
as he can from his everyday contacts, 
and attending evening courses on this 
subject in two universities there. In 
one of these courses, he was thrown in 
with a number of union men. He came 
to have a new respect for their calibre 
and to pick up from them, knowledge 
of unions which he could not have got- 
ten from any other source. 

He ‘has turned his knowledge to good 
use, especially in the outlying sections 
of the city where many of the enter- 
prises are of a neighborhood character. 
He finds that numerous smaller em- 
ployers and some of the larger one are 
still not conversant with the provisions 
of the Taft-Hartley act. They do note 
understand the implications of the su- 
preme court decisions that group insur- 
ance and pensions are subject to collec- 
tive bargaining. They have no way of 
gauging the general temper of the 
unions and of their employes outside of 
their immediate localities and look to 
the insurance man to furnish them this 
information. 

The need for such information by em- 
ployers is especially pressing in subur- 
ban areas of larger cities and the smaller 
towns. Many an insurance company is 
concentrating on writing group insur- 
ance in small towns. They have found 
appreciated force. When one enter- 
prise in a town installs group coverage, 
the whole town knows about it the 
next day and the insurance industry re- 
ceives a boost. 





Insurance Pension Biggest 
Current Form of Saving 


WASHINGTON — Insurance and 
pension reserves represented the larg- 
est component of individuals’ savings 
in the quarter, April-June, 1948, accord- 
ing to the latest report of the securities 
and exchange commission. That item in- 
creased by $1.8 billion, which was “about 
evenly divided between government and 
private insurance.” The report says that 
“the change in individuals’ equity in 
government insurance is . . . considered 
a part of individuals’ savings.” 

Last year increases in savings in the 
form of insurance and pension reserves 
totaled $6.9 billion. 


Form Okla. City Class 


A C.L.U. class has been organized at 
Oklahoma City with 10 members en- 
rolled, sponsored by Oklahoma Assn. of 
Life Underwriters. The first course, on 
salesmanship, is being conducted by 
Malcolm White, general agent of Pacific 
Mutual. 








Report on Conn. Institute 


At the opening fall luncheon meeting 
of Milwaukee C. L. U. chapter, a report 
on the recent institute at University of 
Connecticut was given by Henry C. 
Fuller, Sr., Northwestern Mutual, and 
Alfred C. Korbel, Central Life of Iowa. 
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Small Town Territories 
Contain Group Prospects 


“Can the average agent away from 
the metropolitan centers sell group in- 
surance?” The answer is “yes, if he 
will,” according to home office group 
sales executives. 

From an analysis of new group cli- 
ents insured in 1947, in the 50 to 200 
employes group size, it was found that 
the average first year commission per 
case amounted to $747. This in itself 
gives a partial answer to the question. 

Pointing out that prospects for group 
are to be found in almost all smaller 
communities, one sales executive said, 
“It is a rare town that doesn’t have a 
furniture factory,.a tannery, a dairy, 
a metals plant, a bakery, or one indus- 
try employing at least 50 persons. Any 
or all of these industries are prospects. 

“In most instances the agent in such 
a community,” he went on, “will have 
sold some life insurance to someone in 
the plant. If this client is not an execu- 
tive of the company he certainly would 
know which executive in the firm the 


agent should approach to present group. 
This is the type of contact to use.” 
agent in a 


He illustrated: An me- 








i WHAT IS THE VALUE 
OF A BOOK? ... HERE IS 
THE TRUE STORY OF ONE 
$3.25 BOOK WHICH IS 
WORTH FOUR MILLION 
DOLLARS IN SALES. 


* * * 


A few weeks ago an agent who knew 
little about payroll deduction bought 
a book. From it he learned how to 
prospect, how to conduct the prelimi- 
nary interview on P.D. insurance. 
Then he secured an appointment at 
the home office of a large chain store. 


He and his General Agent spent the 
greater part of a week mastering, 
word for word, the presentation to 
the employer, as set out in the 
Phillips-Hasley book, HOW TO 
SELL PAYROLL DEDUCTION 
INSURANCE. At the conclusion of 
the first interview the chief issue, 
so far as the president of the chain 
was concerned, was the way in which 
the plan would be presented to the 
company’s employees. 


So the agent phoned his G.A., and 
the two demonstrated exactly how the 
plan would be presented to the em- 
ployees.5 FORTUNATELY, THI 
HAD MASTERED THE  PRE- 
SENTATIONS IN THE BOOK. 


FOUR MILLIONS OF INSUR- 
ANCE WILL BE _ ESTAB. 
LISHED THIS YEAR — BE. 
CAUSE OF A BOOK! THE 
MORAL? QUITE OBVIOUS, 
ISN’T IT? 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 
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dium sized Pennsylvania town had sold 
some personal insurance to one of the 
executives of a 66-person plant. This 
agent sent some promotional material 
to the vice-president and followed it 
with a personal call. The vice-president 
agreed that the group life plan fitted in 
with the company’s personnel objec- 
tives; it gave the employes something 
worthwhile for themselves and. their 
families, it provided a means of recog- 
nizing faithful service, it would help 
reduce job turnover, and it would in- 
crease over-all job satisfaction. 


Got $8,500 Premium 


The agent gathered the information 
he needed, nature of the business, ages 
of employes, classes by salary or occu- 
pation and forwarded it to his district 
sales manager, The sales manager drew 
up a group plan and accompanied the 
agent to the company to outline and 
explain the plan to the company’s presi- 
dent. The agent walked out with a 
$500 advance payment on an_ $8,500 
annual premium. 

Another sales manager points out 
that it is not always the top executive 
that the agent should try to reach in 
an initial interview. Sometimes an offi- 
cial under the president, such as an 
accountant or comptroller is in a posi- 
tion to recommend to the president ‘the 
purchase of a group plan. Such a per- 
son would ‘be familiar with the insur- 
ance the company already holds. 





COVERAGE BOOSTED 





A small number of lives with several 
coverages can produce a substantial 
annual premium income—and commis- 
sions. ‘(One agent in a small community 
sold a group life plan to a company. 
The next year the firm bought an ac- 
cidental death and dismemberment po!- 
icy, and the third year added a hospi- 
talization plan for the employes and 
their dependents. 

Occasionally the agent runs into the 
employer who “wouldn’t do anything” 
for his employes. In a situation like 
this the agent should point out how 
a group plan which gives 24 hour cov- 
erage, not just on the job coverage, 
helps establish good labor relations 
and is a big factor in public relations 
communty-wise. If, upon the death of 
an employe, the employer can send the 
widow a check for $1,000 or more the 
news gets around. Employes would 
think twice before leaving such an em- 
ployer and going to a competitor. 


Agent Can Stimulate Action 


The fact that an agent can stimulate 
this kind of thinking is shown in the 
case of an agent who approached the 
president of a furnace company in a 
small town. The company was in the 
process of reorganization and the agent 
suggested that this would be a good 
time for management “to do something 
for its employes.” 

The plant had about 250 employes 
and the agent presented a plan to the 
president. A second call was made with 
a group specialist to work out certain 
technicalities resulting from the number 
of people involved and the coverages 
desired. However, the plan, finally ac- 
cepted, was substantially the one the 
agent had drawn up. 





Dearden Decision Upheld 

The suit. of John E. Dearden, mi- 
nority stockholder in the United States 
Review Publishing Co., against his 
brother, Robert R. Dearden, III, and 
his uncle, Edward C. Dearden, has been 
dismissed by the supreme court of 
Pennsylvania. This action upholds a 
lower court verdict. 

John E,. Dearden resigned from the 
United States Review in 1941 to es- 


tablish a competing publication. He 
based his suit on an agreement entered 
into in 1934 by Edward C. Dearden and 
Robert R. Dearden, Jr., father of the 
present president of the publishing com- 
pany. He sought the conveyance of a 
substantial block of stock to him, but 
the court held that he was not a party 
to the agreement nor a donee beneficiary 
under it, and any way such rights ex- 
pired by their terms about three years 
ago. 


Bidle Again Head 
of A. & H. Bureau 


VIRGINIA BEACH, VA.—At the 
annual meeting here of Bureau of A. & 
H. Underwriters, Logan Bidle, Aetna 
Life, was reelected chairman of the gov- 
erning committee. He has been active 
in bureau affairs for many years, serv- 
ing as chairman of the underwriting 
committee the manual committee and 
most recently of the important regula- 
tory legislation committee, whose pur- 
pose it was to consider the impact of 
the S.E.U.A. decision and public law 15. 
There were more than 125 in attend- 
ance, the largest group ever to attend a 
bureau meeting. 

A welcome to Virginia was extended 
by Commissioner Bowles. Commis- 
sioner Knowlton of New Hampshire, 
chairman of the A. & H. committee of 
N.A.LC., spoke on “The Place of In- 
dustry in Shaping the Regulatory Pat- 
tern,” and Albert Pike Jr., actuary of 
Life Insurance Assn. of America, on 
“Sickness Compensation Legislation,” 
calling attention to pertinent problems 
surrounding the laws recently passed in 
California and New Jersey. 


Chairman Bidle’s Address 


Mr. Bidle, speaking on “The Future 
of A. & H. Insurance,” said that at no 
time in the history of the business have 
so many favorable factors combined 
to assist in its further development, but 
along with this there are many very 
real administrative problems. 

He gave especial credit for the tre- 
mendous expansion of the business to 
the new merchandising methods that 
had been developed, including the adop- 
tion of the substitute signature plan for 





insuring housewives and _ juveniles, 
which also included the lowering of 
minimum age limits; the advent of 


group insurance and more recently of 
franchise, family expense and other sim- 
ilar plans, One of the greatest problems 
now faced, he said, is the neces- 
sity of combating the tendencies grow- 
ing out of the recent era of new pros- 
perity. It has created an environment 
which could readily develop extremely 
detrimental results. 

He said the furtherance of a public 
relations program is a “must” for the 
business. “The public will be much 
more impressed by deeds than by 
words, no matter how expertly the 
words are put together,” he said. He 
also urged greater attention to safety 
work and in that connection suggested 
that consideration be given to the po- 
tential hazards involved in connection 
with atomic energy. 

This latter point was elaborated 
farther in the address by Ralph R. 
Boyer of the atomic energy commission 
on the work of that organization and 
its effect on accident and health under- 
writing. 

Follmann Reviews Activities 


J. F. Follmann, Jr., bureau manager, 
reviewed the history and purpose of the 
bureau, the wide scope of its activities, 
through its own committees and in co- 
operation with other insurance organiza- 
tions, and the specific subiects considered 
by each. He took up the impact of 
federal anti-trust laws and fair trade 
practice measures at both state and fed- 
eral license. He pointed out that the 
states have not passed legislation per- 
mitting concert of activities in the A. 
& H. field and said in the absence of a 
legislative pattern permitting concerted 
activities there is serious danger of the 


development of unhealthy conditions 
such as existed prior to 1914. “Unre. 
stricted competition, combined with the 
growing enthusiasm for this form of in. 
surance, can produce those conditions,” 
he said. 


Regulatory Pattern Expanding 


He spoke of the rapidly developing 
and expanding regulatory pattern af- 
fecting the business, including the meas- 
ures already adopted and now under 
consideration by the commissioners and 
said that “the eventual result of this 
regulatory activity, while it may not be 
without its fumbling and its growing 
pains, should ‘be the raising of the leye] 
of the business and the driving out of 
certain unconscionable practices.” 

In reviewing proposals for granting 
non-occupational disability benefits 
through governmental sources, both 
state and national, he said that, passing 
or failing they are certain to affect the 
business. “Beyond doubt the discus- 
sions and publicity surrounding such 
proposals have already served to make 
the public conscious of the need for such 
protection. In the last analysis it is for 
the public to determine whether they 
desire such protection through private 
or through public channels. Certainly 
their decision will be affected by the 
quality of protection and the degree of 
service offered by insurance compa- 
nies,” 


Press as Public Relations Factor 


Speaking on “The Insurance Press 
and its Relation to Accident and Health 
Public Relations,” Wallace L. Clapp, as- 
sociate editor of the “Eastern Under- 
writer,” said it would doubtless be 
agreed that the press should be in- 
cluded as an important point of contact 
in achieving a well-balanced program of 
accident and health public relations. Ex- 
pressed in terms of public service, he 
suggested as the objective of such a 
program: “That your policyholders and 
the w must be served and informed 
about A. & H. insurance so well that 
when they are asked to choose between 
your business (private insurance) and 
any substitute, the choice will be over- 
whelmingly in your favor.” 


Underwriting Forum Held 


The underwriting forum the second 
day took up a number of questions on 
underwriting topics which had been 
submitted in advance. Participants 
were Paul H. Rogers, Aetna Life; R. 


W. Pope, Employers Liability; Ray 
B. Smith, Globe Indemnity; George 
McDowell, Commercial Casualty; Neil 


J. Brown, Hartford Accident; Paul W. 
Stade, Lumbermen’s Mutual Casualty; 
B. L. Sichenstiel, Reliance Life, and W. 
L. Kick, Fireman’s Fund Indemnity. 





Tripple Named Supervisor 


Edgar D. Tripple has joined the 
Rockwood Co. agency, Chicago, as 
supervisor of the life, accident and 


group department. He will assist Rob- 
ert C. Carson, vice-president and head 
of the department. 

Mr. Tripple has just resigned from 
the branch office of Travelers in Chi- 
cago where he was group supervisor. He 
is a graduate of Travelers’ home office 
school and also of University of Penn- 
sylvania and its commerve school. 

He served for 52 months in the navy, 
being a lieutenant (j.g.) on an LST. 


Waugh Ohio Chief Examiner 


Glen Waugh thas been appointed chief 
examiner in the Ohio insurance depart- 
ment. He has been with the depart- 
for a number of years as an examiner 
and succeeds Dean M. Kerr, who has 
gone with the Farm Bureau companies. 


Chicago Managers’ Session 
E. M. McConney, president of Bank- 
ers Life of Iowa, addressed the Life 
Managers of Chicago at a luncheon 
meeting on “Crystal Gazing.” V. 








Coffin, vice-president of Connecticut 
Mutual, is to talk at the Nov. 9 meet- 
ing. 
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Name Five State 
Officials to 
Confer with FTC 


The committee ta represent National 
Assn. of Insurance ‘Commissioners in its 
dealings with federal trade commission 
on the mail order insurance issue con- 
sists of J. E. Larson of Florida, presi- 
dent; David Forbes, Michigan, vice- 
president; W. Ellery Allyn, Connecti- 
cut, executive committee chairman, C. 
F. J. Harrington of Massachusetts and 
R. E. Dineen of New York. 

No arrangements have been made for 
a meeting. Following the recent gather- 
ing of commissioners at Chicago to con- 
sider the questions raised by FTIC in an 
inquiry regarding mail order insurance 
practices that was directed to each of the 
jnsurance Commissioners, a letter was 
sent by N.A.IIC. to FTC and the next 
step presumably will be up to the federal 
bureau. 


REASON FOR DELAY? 


WASHINGTON—Delay in arranging 
for a joint meeting of federal trade com- 
mission officials and representatives of 
state commissioners to discuss mail 
order problems, some observers here 
think, may be pointed up partly by the 
fact that the term of FT'C Commissioner 
Garland Ferguson, Democrat, expired in 
September, and the Senate last summer 
failed to confirm his renomination. Fer- 
guson has served on the commission for 
about 20 years. 

If Gov. Dewey is elected president, 
observers and FTC people believe he 
would naturally prefer to name a Re- 
publican to succeed Ferguson next year, 
which might cause a change in FTC 
policy with respect to insurance, ob- 
servers suggest. 

Meanwhile, FTC has received a total | 
of about 100 complaints against insur- 
ance operations during the past eight or 
nine years, officials say. Most of these 
came in the latter years of that period, 
but there has been no great rush of com- 
plaints since FTIC took jurisdiction over 
certain insurance matters, July 1. Until 
after passage of public law 15, FTC 
wrote complainants that it had no juris- 
diction over insurance. Most of the 
complaints were directed against mail 
order companies, and alleged false ad- 
vertising and certain unfair practices. 


FTC ANALYZES REPLIES 


WASHINGTON — Approximately 
half the state commissioners have an- 
swered the federal trade commission 
questionnaire regarding mail order in- 
surance operations and experience of 
state officials with mail order com- 
panies. Other commissioners have in- 
dicated they will await action based 
upon the Chicago meeting of commis- 
sioners in September which authorized 
a committee to deal with FTC. Some 
states’ replies are expected to be sub- 
mitted to FTC through that committee. 
Some commissioners say it takes time 
to prepare answers to the questionnaire. 
All answers are confidential. 

Meanwhile, FTC officials are studying 
replies received, analyzing and coordi- 
nating the information they contain, 
with a view to using such data as a 
basis for a recommendation upon a pos- 
sible FTC trade practice conference for 
the mail order industry. Also, FTC has 
supplied the N.A.I.C. committee with 
copies of the laws under which it oper- 
ates, its regulations, practice rules, etc., 
as requested. 


L. A. Group Managers Elect 


Group Managers Assn. of Los An- 
geles has elected as president, R. A. Mc- 
Hugh, Pacific Mutual Life; vice-presi- 
dent, John Normaly, John Hancock; 
secretary, J. Tom Rainey, Bankers Life 
of Iowa. 

There was some discussion regarding 








cooperation of hospitals, but no action 
was taken, 
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“The Company I Represent” 


A Statement by Frank W. Pennell — one of 
New York's leading life underwriters. 


The Company I Represent MUST..... 


1. Put its policyholders ahead of everything and everybody else — which 
means that it has to be “second to none” in financial strength: 


2. Place its Field Force ahead of its Home Office in order of importance; 
3. Provide me with the sharpest sales tools ever honed; 


4. Flatter my ego, encourage me when things aren't breaking right, regard 
me always as one of the inner family council; 


9. Have a President, and a staff, that would rather say “Yes!” than “Nol” 
and yet are richly qualified to go ever forward, courageously, yet wisely, 
in the rapidly changing times in which we live. 


THESE ARE JUST A FEW OF THE REASONS WHY | AM SO CONTENT AND 
HAPPY IN REPRESENTING THE 


STATE-MUTAL- LIFE 
BS | pistons 


OF WORCESTER. MASSACHUSETTS 
Incorporated 1844 








OLD IN ITS EXPERIENCE... YOUNG IN ITS VIEWPOINT 
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Arrange Outline 
for N.A.I.C. 
December Rally 


President J. E. Larson of National 
Assn. of Insurance Commissioners and 
W. Ellery Allyn, chairman of the ex- 
ecutive committee, while at Chicago last 
week for the meeting of American Life 
Convention, decided on a number of 
arrangements for the meeting of N.A.I.C. 
at New York Dec. 12-15. They decided 
that there would be, as usual, a meeting 
of the executive committee Sunday, Dec. 
12 at 2 p.m. This will be followed at 4 
p.m. by a meeting of the committee on 
rates and rating organizations to thresh 
over the question that currently over- 
shadows all others in the fire insurance 
field, that being the future pattern for 
rating of interstate risks. 

On Monday there will be an organ- 
ized luncheon at which the hosts will be 
Passé Club, International, composed of 
former insurance commissioners of the 
U. S. and Canada, which is headed by 
M. J. Harrison, Little Rock attorney 
and receiver for Better Way Life. On 
Tuesday the New York insurance com- 





panies will be hosts at the traditional 
luncheon which they give whenever the 
commissioners meet there in December. 
On Tuesday there will be no plenary 
session of the association, but instead 
the day will be given over entirely to 
committee sessions. There will be two 
plenary sessions on Wednesday. 
Kenneth Black, secretary of Home, 
is organizing the insurance industry 
luncheon for the commissioners. This 
was for many years handled by the 
late Al Butler of Corroon & Reynolds. 





Laidlaw Outlines Plans for 
Company Print Shop 


When a life insurance company’s 
annual printing cost begins to exceed 
$10,000 per year it is time to think of 
buying printing equipment, Elliot C. 
Laidlaw, assistant secretary of Colum- 
bian National Life told the Life Office 
Management Assn. at Chicago. Printed 
material can be obtained at lower cost 
through the ownership of a printing 
plant, operated under simple principles. 

“A company must consume enough 
printing to warrant the investment in 
equipment and labor, it must purchase 
equipment best fitted to do the work 
of the particular company, it must not 
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those they serve. 


A I] this has made “Nearly a century of secu- 
rity and service to policyowners and their beneficiaries” 
something more than a mere catch phrase. 









ee INSURANCE COMPANY: 


RPORATED 1851 


The Spirit 


We are indeed proud of the people in our 
organization...the general agents and the asso- 
ciates in the field, the men and women employed in the 
agencies and in the various departments of the home office. 


They are typical Berkshire Life men and women 
...with an enviable pride in the job they are doing.. 
that theirs is a part of an important mission to the policy- 
owners of the Company, an important contribution to the 
social and economic welfare of the community and the nation 
...a desire to do the job the best they know how.. 
know how...a strong sense of loyalty to their Company and 
a sincere spirit of friendliness and helpful cooperation with 


[ fis the impelling spirit of the Berkshire. 
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be over- equipped and it must be prop- 
erly supervised, its operations recorded 
and its cost constantly compared with 
those of commercial shops,” Mr. Laid- 
law said. He recommended enough 
equipment to produce about 70% of 
printing needs. This’ would insure a 
good work load and eliminate slack 
periods. 

Mr. Laidlaw descriped his company’s 
shop, which has been operating for 
about 35 years. The plant now repre- 
sents an investment of about $16,000, 
and has a payroll of $15,000 divided 
among seven employes, two of whom 
are apprentices. Annually, Mr. Laidlaw 
said, the plan converts $11,000 worth of 
raw stock to meet '75% of his company’s 
needs, averaging 8 million impressions. 
Plant costs during the twelve months 
ending June 30, 1948, were $37,250; if 
the company had purchased this print- 
ing commercially, Mr. Laidlaw said, it 
would have cost $52,250. 


Policyholder Group Named 


Representative policyholders of North- 
western Mutual Life from various parts 
of the country have been named to the 
1948-49 examining committee of policy- 
holders by President Edmund Fitzger- 


ald. They are: E. ‘C. Sammons, presi- 
dent U. S. National Bank, Portland, 
Ore.; Dr. J. Esselen, president of 


Esselen Research Corp., Boston; E. E. 
Engelbert, vice-president St. Paul Book 
& Stationery Co. St. Paul; W. F. 
Rasche, director Milwaukee Vocational 
School, and W. F. Buchanan, president 
Appleton Wire Works, Appleton, Wis. 

Meeting at the home office, the com- 
mittee makes a general examination of 
the company’s business practices, meth- 
ods and results of operations, submits 
suggestions and criticism, and engages 
its own auditing firm to verify the 
assets. 


New Club Officers Named 


Ray Horn of Lamar, Colo., will suc- 
ceed Willard Parks of Hastings, Neb., 
as president of the Leaders Club of Se- 
curity Mutual Life of Nebraska. Wen- 
dell Te Selle, Lincoln, succeeds Tom 
Rogers of Mountain View, Okla., as 
vice-president and Arthur Smith of 
Denver is new secretary, replacing Tom 
Smeester. 








Austin Cashiers Elect 
Austin (Tex.) Life Agency Cashiers 


Assn. thas elected Vonciel ' Shooter, 
American National, president; Helen 
Olson, Amicable Life, vice-president; 
Eledia Chance, Great National Life, 
secretary. 

Dexter Dickson, president Austin 
Assn. of Life Underwriters, discussed 


the agent’s attitude toward the cashier. 





Mr, and Mrs. Stanley K. Coffman of 
Columbus, O., have announced the en- 
gagement of their daughter Catherine to 
Arthur W. Fowle, Jr., of Newark, O. 
Miss Coffman and Mr. Fowle are both 
graduates of Ohio State University. Mr. 
‘Coffman is with the Columbus agency of 
Northwestern Mutual Life and is one 
of its leading producers. 


Seattle Life Managers Assn. held a 
meeting on old age income vs. family 
protection income. It was the first of a 
series. 


High Court Won’t 
Review Program of 
Western & Southern 


The U. S. Supreme Court has denied 
petition for writ of certiorari in the case 
of Chesbrough vs. Western & Southern 
Life. This was an attack on the mutual- 
ization program of Western & Southern, 
The company had won all previous de- 
cisions and this apparently removes the 
last question involving that program. 

The Supreme Court also announced 
denial of petitions for writs of certiorarj 
in No. 126, New York Life vs. Cooper; 
146, Texas "State Life vs. Noughton; 186, 
Hart vs, Mutual Benefit Life; 203, Paris 
vs. Metropolitan Life; 215, United Serv- 
ices Life vs. Boye; 158, Massachusetts 
Mutual vs. Smith. 

No. 26, United States vs. Kansas City 
Life, is scheduled for argument next 
week, That company has filed brief in 
reply to the government petition for 
certiorari to the court of claims. That 
court gave judgment of $22,500 or $30,- 
000 to the company on account of dam- 
age done to farm land it owns in south- 
eastern Missouri due to construction of 
a government dam on the Mississippi 
river, which resulted in waterlogging 
the land. 





Thurman Seeks to Halt 
Mutual Indemnity Practice 


Director Thurman of Kentucky and 
the state attorney general have asked the 
Franklin circuit court to enjoin Mutual 
Indemnity of Louisville from attempt- 
ing to write fraternal insurance in the 
state and have asked that a receiver 
be appointed for the company. The 
state officials charge that the company, 
which was licensed a year ago, posed 
as a fraternal in order to take advan- 
tage of the less strict licensing require- 
ments, when actually it is operating as 
a stock company. The insurance de- 
partment charges that the company false- 
ly represented that it had the minimum 
applications for coverage necessary for 
licensing. The petition says the com- 
pany has more of the characteristics of 
a fraternal. 

The Kentucky officials charge that 
Mutual Indemnity has issued advertis- 
ing circulars and written material 
without complying with the law that 
they be reviewed by the division of in- 
surance. It is charged that the law 
was violated in that the company issued 
death benefit certificates to a number 
of children under 18 before the require- 
ment of placing at least 500 certificates 
simultaneously was met. It is charged 
that the company has employed agents to 
sell policies on lives of persons who 
are neither members of a fraternal so- 
ciety nor have been solicited to join 
such society, It has issued policies in- 
suring individuals without medical ex- 
amination as required by law. 





Texas Assn. Has Office 


The Texas Life Underwriters Assn. 
has established a permanent office at 
925 Littlefield building, Austin. Mrs. 
Elizabeth S. Wood is executive secre- 
tary. 








PURDUE LIFE INSURANCE 
MARKETING INSTITUTE 


Is interested in adding an Assistant Director to its 
teaching staff. A man who is presently engaged in 
training or who has a training and sales back- 
ground is preferred. For details write to 


Daniel P. Cahill, C.L.U., Director, Purdue Life In- 
surance Marketing Institute. West Lafayette, Ind. 
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Reinstatements 


Put Huge 


Load on NSLI Branches 


National Service life. insurance 
branches have had a staggering job on 
their hands in handling the reinstate- 
ment applications that came flooding in 
as the result of the July 31 termination 
of the easy reinstatement requirements 
and the return to requirements Set up on 
an underwriting basis. 

For example, the Chicago branch, 
handling about 10% of the entire coun- | 
trys NSLI business, had applications 
for insurance from more than 40,000 vet- 
erans for more than $250 million of in- 
surance on the next working day 
following expiration of the easy re- 
instatement period. This was on top of 
more than 18,000 applications received 
during the previous 30 days for approxi- 
mately $110 million, or about double the 
previous monthly average. 


Tremendous Extra Load 


When it is realized that only 84 com- 
panies out of the hundreds in the’ United 
States have more than $250 million in 
force each, it is obvious that this is a 
tremendous load to put on an office 
force that already had plenty of work on 
its agenda. However, the work is now 
down to a current basis. 

The main bottlenecks were the ad- 
dressograph and accounts departments. 
Addressograph plates have to be made 
and filed so that the office can start 
billing the reinstated policyholders. The 
accounts have to be set up so that the 
needed information can go to the ad- 
dressograph department. Both these de- 
partments were working on an overtime 
basis. 

Not all of the $250 million of rein- 
statement applications that beat the 
deadline could be acceped. On some 
types of errors, however, 15 days was 
allowed for correcting the mistakes. For 
example, an applicant may have failed 
to include the date on his application. 
He was. allowed to reinstate by certify- 
ing that on the date of the postmark of 
his application he was in as good health 
as when he took out the insurance. 


Last Branch to Be Activated 


The Chicago office, which was the 
last branch to be activated following de- 
centralization about a year ago, has 
worked its backlog of correspondence, 
unapplied remittances, and “lost” policy- 
holders down to a virtually current basis 
and is handling current items with a 
speed that is not out of line with current 
private company practice. 

The Chicago branch, which covers 
Illinois, Indiana, and Wisconsin, has be- 
tween $3 billion and $3% billion of in- 
surance in force, handles some 3,060,000 
remittances a year, requiring about 
3,480,000 postings, as some remittances 
cover more than one person or policy. 
There are 1,600 employes, of whom 198 
were recently added to handle the work 
connected with paying the first NSLI 
dividend. 


NUMBERS MISSING 








The normal run of remittances and 
correspondence where the insured gives 
all the necessary information, including 
his policy number, goes through the mill 
smoothly enough. But of the 3,060,000 
Temittances made during the last 12 
months some 88,000 had no numbers. 
The branch succeeded in the big major- 
ity of hitching these to their proper ac- 
counts but on about 20,000 they were 
Stumped. Including cases of this type 
inherited from the branch of the central 
office at New York City on decentraliza- 
tion there was a total of 210,000 names 
that had to be put through an index and 
tracked down by comparing the names 
with those in the files at all NSLI of- 
fices. This is a slow process. 

This type of situation is impressive 
evidence of the value of an agency force, 





XUM 


according to Lincoln ‘C. Cocheu, direc- 
tor of insurance for the Chicago branch 
area. Mr. Cocheu was formerly an ac- 
tuary for the social security board and 
before that was with Metropolitan Life’s 
actuarial department. Of course, the of- 
fice can write to-the insured but often 
there is little cooperation, In many cases 


the insured does not know his policy 
number and neither does his beneficiary. 
Frequently they think it is the service 
serial number that is wanted. 

Nevertheless, out of about 150,000 un- 
applied remittances on hand a year ago, 
the number has been reduced to about 
8,000. The only reason they are still un- 
applied is that they lack the necessary 
information to identify them. 

One thing that complicates NSLI pro- 
cedures is the necessity for checking to 
see whether disabilities are service con- 
nected. This is in connection with pre- 








mium waivers. At present there are 
about 200 applications for waivers pend- 
ing as against about 1,500 eight months 
ago. 

Chicago is one of the largest NSLI 
offices, handling about 10% of all such 
business. Besides Mr. Cocheu its top 
executives are W. Loar Ferguson, as- 
sistant director of insurance service, who 
was formerly agency supervisor of Con- 
‘necticut Mutual at Wheeling, W. Va., 
and John W. McDermott, conservation 
officer, who was formerly with Union 
Mutual and Lincoln National and per- 
sonal affairs officer in the army air corps. 





current John Hancock advertisement which indicates how the spirit of American inde- 
pendence is fostered and strengthened by Life Insurance. So that these benefits may be shared by 
all, the John Hancock offers life insurance in all its forms: life, endowment and term policies, 


juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 
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Polio Leiitiiatn: 
in Tex. Join to 
Improve Practices 


Seek to Curb Operations 
That Reflect on 
the Industry 


O. R. Leverett, vice-president of 
American Fidelity of Fort Worth, was 
elected president of Polio Insurance 
Assn, at the organization meeting at 
Fort Worth. It was Mr. Leverett that 
sent out the call for the meeting. Vice- 
president is Charles D. Scott of Great 
American Reserve; treasurer, Marshall 
Gordon of National E ducators Life; sec- 
retary, Nell M. Philibert, and directors 
Ji 'Batte, Century Life; J. W. Brice, 
Republic National Life, and Jack H. 
Penter, InsurOmedic Life. 

The next meeting will be the fourth 
Tuesday in February at Dallas during 
the time that the life underwriters as- 
sociation is meeting there. 

In the discussion period it was devel- 
oped that there is no definite established 
practice in connection with the dating 


of polio policies and the consensus was 
that the contract should be dated in the 
manner most convenient to the insurer. 

It was brought out that some com- 
panies postpone, for at least 12 months 
from the date of the attack, accepting 
a person previously afflicted with polio. 
Others decline to accept anyone who has 
suffered a polio attack within the past 
10 years. 


Underwriting Family Groups 


Most of the companies postpone ac- 
tion for 90 days on applications from 
families in which one of the members 
has had polio recently. Some companies 
wait one year before accepting any mem- 
ber of a family in which one or more 
members had been afflicted with the 
disease, There was a discussion of the 
problem incident to the inadvertent issu- 
ance of more than one policy on an 
individual or a family. The suggestion 
was made that a clause be incorporated 
in the contract limiting liability under 
these circumstances to only one policy. 

In adding new members to a family 
group, some companies call in the orig- 
inal policy to make the addition by 
endorsement. Others simply furnish 
an endorsement to be attached to the 
policy. Some companies charge an addi- 
tional fee for the new member. 

A suggestion was made that the bind- 
ing receipt be modified to allow the 











IT PAYS TO 
REPRESENT 
CROWN LIFE 


Crown Life is a modern, forward- 
thinking company. It keeps pace with 
the times. It meets changing condi- 
tions promptly. Crown Life has more 
to offer, with policy plans and benefits 
“modernized” to meet today’s needs. 


CROWN LIFE 


fu? INSURANCE COMPANY 


The Crown Life is now licensed to operate in 
Alaska—California—Hawaii—Idaho—Indiana 
— Louisiana — Michigan — Minnesota — 
Missouri—New Jersey—New Mexico—North 
Dakota — Ohio — Texas — Washington. 





Home Office 
Toront»—Canada 








‘business, 


insurance to become effective on ap- 
proval at the home office and issuance of 
the policy rather than as of the date the 
application was signed. Some compa- 
nies have had claims arise immediately 
after the application had been taken. 

There was a discussion of the advisa- 
bility of creating a waiting period of 
a few days after the policy is issued, 
but the consensus was that this is inad- 
visable. 

Mr. Penter gave a paper that he had 
prepared on poliomyelitis and its incu- 
bation period. This. was an enlight- 
ening treatise on the incidence of the 
disease, its manifestations, diagnosis and 
average results. 

There was a discussion of applications 
for the polio cover and it was agreed 
that the questions do not elicit adequate 
information. Some suggested the advis- 
ability of a question as to whether the 
applicant had polio insurance with any 
other company. 

It was agreed that a pro rating clause 
is not necessary in the policy, but the 
contract should provide that only the ex- 
penses incurred as a result of being 
afflicted with polio would be paid. 


Claim Practices 


In connection with claim practices. it 
was brought out that most companies 
require a statement from the premium 
payer or member of the family, and a 
statement from the attending physician 
giving a diagnosis. Some companies re- 
quire a statement that the case has been 
reported to the public health authorities. 

Some companies request inspection 
reports on each claim while others do 
not do so. 

Most of the companies reported the 
expense ratio was very favorable. The 
member companies may be asked to re- 
port their experience at the end of the 
year. 

Mr. Leverett, in addressing the group, 
said it is important that every company 
engaged in this business conduct its af- 
fairs in proper order so as not to cause 
any reflection on the industry. A com- 
pany that is willing to exchange ideas, 
plans and practices is one that is con- 
ducting its business properly, he de- 
clared. Polio insurance has gained 
greatly in popularity each year since it 
was first offered. Every effort should 
be made to provide the soundest under- 
writing practices. 

He warned against selling the polio 
policy through an untrained agency force. 
The policy should be sold through reg- 
ular insurance channels and there should 
not be brought into the business a lot 
of new salesmen that are simply spe- 
cialists in the polio policy. 

The polio policy, it is understood, was 
originated in Texas, and it has become 
a very important element of the A. & H. 
In some places, it is said, the 
agents ran out of application forms and 
sent in the business on blanks that they 
had typewritten in their own offices. 

Those attending represented the _fol- 
lowing organizations: Alliance Life, 
American Fidelity, American Service Bu- 
reau, Century Life, Cravens, Dargan & 

o., Great American Reserve, Hooper- 
Holmes Bureau, InsurOmedic Life, In- 
ternational Fidelity, Life Insurance Co. 
of America, National Bankers Life, Na- 
tional Educators Life, Republic National, 
Reserve Loan Life, Retail Credit Co., 
South Coast Life, state insurance de- 
partment and United American Life. 


Fidelity Mutual School 


Fidelity Mutual has concluded a five- 
day home. office seminar for 24 new 
agents from 17 agencies. Invitations 
were on the basis of length of service, 
amount of business and _ production 
trend. Several officers and department 
heads participated Quality business, 
work habits, sales promotion material, 
the lead service and programming were 
discussed. 








W. M. Hobbs Dies 


W. M. Hobbs, president of American 
Home Life of Topeka, died. Funeral 
services were held Thursday. 


N.A.LC. Considers 
Group Definition 
at N. Y., Nov. 4-5 


A meeting of the life insurance com. 
mittee of National Assn. of Insurance 
Commissioners has been called by Sup- 
erintendent Dineen, New York, chair- 
man, to be held at the New York City 
offices of insurance department, Noy. 4-5, 
The committee will consider the group 
life definition and standard provisions, 
with particular reference to subdivision 
4 of the model definition and: provisions 
8 and 9, as well as any other subjects 
which may be brought up. 

The first session at 10 a.m. on Thurs. 
day will be open and will be continued 
as long as necessary. Any remaining 
time will be devoted to executive ses- 
sion. 


B.M.A. Southern Ill. Rally 


Business Men’s Assurance representa- 
tives from southern Illinois met at 
Springfield for luncheon and a sales 
meeting led by G. J. Tritch, field man- 
ager from the home office. 

C. M. Cooper, new manager at Spring- 
field, was officially introduced and took 
over his new duties as southern Illinois 
manager. L.‘C. Shellabarger, Vandalia, 
won top honors for August production. 
C. E. Mitchell, Effingham, was run- 


ner-up. 





Advanced School in Mich. 

Equitable Society has been conduct- 
ing a school in_ advanced life under- 
writing at Bay City, Mich., for north- 
ern Michigan agents, with Chad Letton 
of the home office staff as instructor. 
Subjects stressed were extended income 
plans, analysis and coordination of life 
estates. 


POSTAL 
LIFE 


Now An 
AGENCY COMPANY 


Rare opportunity. exists for General 
Agency and District Representatives 





Postal Life, 43 year old New York 
State company, is now organizing 
an ambitious Agency program. 


Extensive, friendly, cooperative 
Home Office assistance supplements 
an excellent portfolio of participat- 
ing life insurance. 


Modified 4 Whole Life 
Modified 5 30 Pay Life 
Whole Life 

15 through 30 Pay Life 
Life Paid up at 65 
Double Protection to 65 
Postal’s Family Protector 
Single Premium Life 

10 through 30 year Endowment 
Endowment at 60 and 65 
Retirement Income 

Term 

Juvenile 

Standard and Substandard 
Non-Medical 


Direct inquiries are invited. 
Write, wire or phone 


Roy A. Foan 


Director of Agencies 


POSTAL 






INSURANCE COMPANY 
511 FIFTH AVENUE NEW YORK 17, N. Y 
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Failure of Some to Cover Employes 


Responsible for UCD Demands: Leavey 


Employers who still refuse to con- 
form to the general standards in provid- 
ing employe benefit are bringing about 
demands for state non-occupational dis- 
ability coverage, H. Harold Leavey, 
vice-president and general counsel of 
California-Western States, stated at an 
unemployment compensation symposi- 
um sponsored by the Illinois State 
Chamber of Commerce at its annual 
meeting in Chicago. He answered 
the question of how compulsory 
disability legislation can be avoided, by 
asserting that there is available to every 
group of employes, when there is em- 
ployer cooperation, a voluntary plan for 
protection. The advantages of these 
voluntary plans are their flexibility 
which has enabled them to fit any situa- 
tion. Complete control can remain in 
the hands of the employer either 
through his own organization or his in- 
surance carrier. There is no dictation 
from authority in Washington or the 
state capital, although there may be 
some union control. 


What is giving the government plans 
popularity is that there are still many 
workers who are not getting the same 
benefits from their employers as men 
who work for other companies in the 
same industry. Mr. Leavey likened the 
situation to that which brought about 
the enactment of workmen’s compensa- 
tion laws. Certain groups now insist 
that legislative enactment is necessary 
to prescribe minimums. 

Mr. Leavey quoted Dr. Nathan Sinai, 
head of the department of public health 
at the University of Michigan, who 
estimates that compulsory disability leg- 
islation will be considered in 22 states 
in 1949 and probably passed by five. 
Delegations have visited California to 
study the workings of the act from New 
York, Illinois, Washington. The meas- 
ures stand a good chance of passage in 
Nevada, Michigan and Pennsylvania, 
the speaker indicated. 

Mr. Leavey stated that, in general, in- 
surance companies will not push adop- 
tion of compulsory disability. He said 
if there is a real demand and need for 
them and if employers and representa- 
tives of labor conclude that the legisla- 
ture should adopt them for the well be- 
ing of the states, then the insurance 
people will want to know if the acts are 
soundly conceived, practical of operation 
and will not drive, or tend to drive, 
private enterprise out of the business. 


Trend Toward Compulsory 


The speaker said there is no denying 
that there is a trend toward the adop- 
tion of compulsory legislation. ‘“These 
acts should not be of a monopolistic 
type, but should permit employers to 
selfinsure or carry coverage with a pri- 
vate insurer. Sound, competent admin- 
istration is essential,” he declared. 

Mr. Leavey commented that volun- 
tary programs cover probably 50% of 
employes with employers paying the 
lion’s share of the cost, but there is a 
lack of uniformity even as to minimum 
benefits in voluntary programs and lit- 
tle coordination or systemization among 
the plans. 

The speaker said that in considering 
the passage of statutory non-occupa- 
tional disability acts, the political con- 
siderations should be measured. Is there 
a demand for such legislation, or is the 
demand simply one which is emanating 
from a small clique of federal propa- 
gandists in the employ of the social se- 
curity administration? He _ indicated 
that the so-called social planners are 
maa the passage of compulsory 
acts. 

Among the questions which the em- 
ployer should ask he listed, “are individ- 
uals in my organization asking for this 
kind of coverage? Do they somehow 
find a need or want it? Do they suffer 
economically in an important and sub- 
Stantial way when they are off the job 
on account of non-occupational disabil- 
ity? Have the unions been asking for 
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this type of coverage in their_demands? 
Is the plan which we have adequate? 
Is it as good as the benefits my em- 
ployes would get if they were working 
in California or New Jersey? Can there 
be coordination among the plans?” 
Mr. Leavey said that employers must 
examine the relationship of this kind of 
program as it affects the position of pri- 
vate enterprise and an increasingly pow- 
erful state. He indicated that there is a 


respectable body of individuals who fear 
that there can be no compromise with 
this type of legislation, for if it is under- 
taken at all, one act leads to another and 
one benefit leads to another until you 
ultimately, and not slowly, lead to a 
state socialism in this field, even to the 
extent of having state medicine as has 
come about recently in England. He 
indicated that there are a number of 
thinking individuals who urge that the 
history of disability and health insur- 
ance acts m Europe be a warning. But 
he pointed out that the conditions in 
Europe and in this country may not be 
completely parallel, because Europe’s 
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experiments have primarily been with 
state monopolistic legislation. 

Stanley Rector, legislative director of 
Unemployment Benefit Advisors of 
Washington, D. C., said that a fortui- 
tous principle involved in the financing 
of the employment security program is 
that benefits are financed out of special 
payroll taxes rather than out of general 
revenue. If this were not the case, 
there would be no “governor” on the 
social insurance mechanism, he said. 
Political expediency, supported by defi- 
cit financing, would take over. Labor is 
increasingly aware of the inherent limi- 
(CONTINUED ON PAGE 28) 
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The IBM Card 
Symbol of Efficient Accounting 


The numbers in the IBM Card are your assurance of safety in all account- 
ing operations. Once information is recorded in the form of punched 
holes in designated columns of the card, the card becomes the basic entry 
used in preparing all subsequent reports. Accuracy is assured whenever 
this information is used for posting, calculating, or classifying. 

Through the use of this card with IBM Electric Punched Card Account- 
ing Machines, information classified in any way desired is presented 
clearly and concisely as finished accounting entries and management 


control reports. 


Some of the advantages of using IBM Accounting are: 


Close control over company operations . 
Speed and economy of operation 


Simplified supervision . 


Accuracy of reports 
. High degree of flexibility 
Reduction of space requirements 


Consultation with an IBM representative will reveal many ways in which 
IBM equipment can be used to advantage in your accounting operations. 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
PROOF MACHINES ... SERVICE BUREAUS .. . ELECTRIC TYPEWRITERS ... 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


International Business Machines Corporation, World Headquarters Building, 590 Madison Ave., New York 22, N. Y. 
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Grant Again H ost - 
at ALC Breakfast 


About 150 were. guests of Chairman 
W. T. Grant of Business Men’s Assur- 
ance at breakfast 
the closing day of 
the American Life 
Convention meeting 
in Chicago. This 
event has become a 
regular feature of 
A. L. C. meetings 
since Mr. Grant in- 
augurated the cus- 
tom of giving a 
breakfast in honor 
of the National 
Assn. of Life Un- 
derwriters pre si- 
dent in 1935, when 
Lester O. Schriver, 
general agent of Aetna Life at Peoria, 
Ill., was the guest of honor. 

Mr. Grant presided and introduced 
Clifford H. Orr, president of N.A.L.U., 
and other representatives of life insur- 
ance associations. 

Mr. Orr spoke briefly, saying he was 
impressed by the fact that in spite of 
the large number of organizations in 
the life insurance field’ they all get along 
so well together and said he thought 
that probably the reason was the high 
level of intelligence that exists in the 
life insurance business. Mr, Orr said 
that one of his privileges as head of 
N.A.L.U. was to visit the company 








W. T. Grant 


presidents at the home offices in the var- 


ious cities on his speech-making itin- 
erary. 

He got quite a laugh by saying that 
he would be in San Francisco on Satur- 
day and that he expected the presidents 
of companies there to be in their offices 
Saturday afternoon to receive him. 

Representing Business Men’s Assur- 
ance, in addition to Mr. Grant were J, C. 
Higdon, president; Grant Torrance, vice- 
president and treasurer; W. D Grant, 
reinsurance secretary, and George Gor- 
don, general counsel. 

Mr. Grant was first impelled to get a 
group of the A.L.C. people together at 
breakfast when he realized that quite a 
few of the smaller companies’ executives 
were failing to get acquainted with fel- 
low executives. Consequently he in- 
augurated the custom of “get-ac- 
quainted” breakfasts that he has since 
continued almost unbrokenly. 


Dividend for Juveniles 


Scandinavian American Fraternity of 
Eau Claire, Wis., has decided again this 
year to pay a 25% dividend to juvenile 
members owning term policies. This 
dividend is in the form of a refund of 
three monthly payments and applies to 
all such junior members whose policies 
as of June 30, 1948, have been in force 
for three or more policy years. Juniors 
under 16 who hold adult forms are paid 
a dividend based on the same scale as 
for adult members. 


L.U.T.C. Course Starts Oct. 20 


The Life Underwriting Training 
Council will run four classes in section 
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RADAR rings ‘the 
Prospect’s Doorbell for You! 


RADAR is the name of General American Life’s new prize- 


! winning direct mail service. Yes! RADAR rings the doorbell .... 


makes that first call on Mr. 
and first thing you know he and the General 


bounds back.... 


Prospect .... the reply card 


American Life agent are sitting down together and discussing 
LIFE Insurance campaign strategy. RADAR—winner of the 1947 
Best of Industry award of the Direct Mail Advertising Associa- 
tion—is another example of General American Life’s program 
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of Home Office assistance to the field men. One of the many 
you're ALWAYS IN BUSINESS with 





GENERAL AMERICAN Lire INSURANCE COMPANY 


SainT Louis 











one this fall in New York City. Ralph 
Engelsman, general agent Penn Mutual, 
is chairman of the New York commit- 
tee. Classes will be held at Hotel Penn- 
sylvania from 3 to 5:30 p.m. Tuesdays, 
Oct. 26 and lasting for 25 weeks. 





Illinois State Chief Sounds 
Alert on Bank Insurance 


An alert against bank life insurance 
has been sounded by Eric N. Bell, 
president Illinois Assn. of Life Under- 
writers, in a special bulletin to all local 
association officers in the state. He 
warned that a bill probably will be filed 
in the next legislature in January to es- 
tablish bank life insurance in the state. 

“The state association is deeply con- 
cerned,” he said. “As you know, three 
states now permit the sale of life insur- 
ance through savings banks. The meas- 
ure has been defeated in five other states 
by uarrow margins.” He said Illinois 
life agents can meet this threat effec- 
tively only by having strong associations 
with large memberships. At present of 
the 15,000 life agents in the state only 
3,700 are association members, he said, 
and it is-unlikely a strong standing could 
be made before the legislature on such 
a showing. 


Makes Allocation of Counsellors 


Mr. Bell made allocations of counsel- 
lors to local associations in the emer- 
gency: E. H. Chapman, Metropolitan, 
Elgin and Lake counties; L. E. Dimond, 
Northwestern Mutual, Aurora, Joliet 
and Illinois Valley; G. E. Lupton, Pru- 
dential, East Side, Centralia, Carbon- 
dale, Alton and Olney; F. D. Murphy, 
Massachusetts Mutual, Champaign, Dan- 
ville, Decatur and Eastern Illinois; D. 
A. Smith, Equitable of Iowa, Rockford, 
Freeport, Rock River and Rock Island; 
K. L. Keil, Penn Mutual, Springfield, 
for Serineict, Jacksonville and 
Quincy; W. E. North, New York Life, 
Chicago, for Chicago, Chicago Heights 
and Kankakee, and C. T. Wardwell, 
Connecticut Mutual, Peoria, for Peoria, 
Bloomington and Galesburg. 





Actuaries Hear Professor 


Speaker at the dinner meeting at- 
tended by 46 members of the Los An- 
geles Actuarial Club was Dr. Douglas 
R. Hartree, physics professor at the 
University of Cambridge and acting 
director of the Institute for Numerical 
Analysis. 





Radio Station KFBI Sold 


Radio station KFBI at Wichita, 
owned and operated by Farmers & 
Bankers Life for some years, has been 
sold to a group of Kansas newspaper 
and radio men. 


Advertisers Sign 
Three Speakers 


Vincent B. Coffin, 
Connecticut Mutual; H. 
vice-president in 
charge of public re- 
lations of Mutual 
Benefit Life, and 
George P. Shoe- 
maker, general 
agent in New York 
for Provident Mu- 
tual, will speak at 
the annual meeting 
of Life Insurance 
Advertisers Assn. 
at Washington, 
Oct. 28-30. 

According to the 
general chairman, 
William L. Camp, 
III, Connecticut Mutual, the meeting 
will be a seminar built around fiye 
themes which are: advertising from the 
point of view of the agent, the company 


vice- president of 


Kenna 





Vv. B. Coffin 





H. G. Kenagy 


G. P. Shoemaker 


employe, the policyholder, the prospect, 
and the advertising man himself. 

Mr. Coffin will discuss the role of the 
advertising man as seen by company 
management. Mr. Kenagy will treat 
the advertising man’s part in employe 
relations. Mr. Shoemaker will suggest 
ways in which advertising can help the 
field man with his problems. 





19 Canadians Get Awards 


The Canadian Life Officers Assn, has 
awarded prizes of $100 each to 10 Can- 
adian students making creditable show- 
ings on part II of the early joint exam- 
inations of the Actuarial Society of Am- 
erica and the American Institute of Ac- 
tuaries and to nine candidates taking 
part III of the examinations. All these 
students were attending Canadian uni- 
versities and pursued actuarial studies 
independent of their regular university 
work. This is the second year in which 
the association has made these awards, 
which are designed to interest promis- 
ing young Canadians with an aptitude 
for mathematics in embarking on an 
actuarial career. ° 





Hail Clark’s Decade in Home Office 


of John Hancock, 
was commemorated ~ 
by former associates 
in the Boston gen-j 
eral agency, whichj 
he founded 27 years 


the patriot, John 
Hancock’s _ sterling 
silver desk set. 
Frank T. Bobst, 
left, and Robert 
Pitcher, right, made 
the presentation at 
the opening of the 
agency’s new of- 
fices at 49 Federal 
street, for many 
years the home of- 
fice address. 
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The Golden Anniversary 


Coffin 


S11] #|) of NYLIC Production Clubs 


ound five 
- from the 
» company 


Ths year New York Life’s Field Force of more than 5,600 agents marks the FIFTIETH ANNIVERSARY 
of the Company’s production clubs. In 1898, 101 Nylic agents who had each paid for at least $200,000 of life 
insurance in that year qualified for the first Nylic club. 





— - In 1948, 2,168 New York Life agents qualified for membership in the Top Club Council, the Top Clubs, 


t, 
Aon and the Star Clubs with an average volume of more than $316,000 in life insurance placed with New York.Life 


le of th 
‘company in the past Club year under Club rules. To achieve Club membership, an agent must measure up to high 
ul t 
Y ecigiaee standards under Club rules, not only in volume of paid-for production but also in personal earnings and the type 
1 suggest : eee F 3 ‘ ; 

help the of business produced. Club membership indicates that an agent is a career life underwriter. 
= ie Even though volume requirements for 1948 Club membership were considerably higher than ever before, 
Asani the Top Club Council has 211 members; the Top Clubs have 515 members; and the Star Clubs have 1,442 members. 
» 10 Can- 

le show- 

nt exam The total paid business of all Club members in the past Club year was $685,709,726, a gain of $94,536,222 
te - ie over last year. The average paid volume of Club business per Top Club Council member was $784,401 as 
2S eo. 

All oe compared with an average last year of $535,606. The Top Club qualifiers have an average of $400,350, and 
1 —_ the Star Club qualifiers’ average production was $217,748. (The Star-Club replaces the Top 200 and Top 100 
iniversity 

in which Clubs of former years.) 

> awards, 

pro 

aa Club records are rock-bottom figures of the business produced by these successful agents. 


New York Life is proud of the records made by members of the Company’s production clubs in the 
past half century. It is especially proud of the agents who are members of the 1948 Clubs. We salute and 
congratulate them for the high measure of success which they have achieved as indicated by these records, 
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Presipent of the 1948 Nylic Top Club Council is Edward J. Mintz, CLU, 
of New York Life’s San Jose, California, Branch Office. During the past Club 
year, he led the Company’s Field Force with a paid-for Club record of 149 
applications for $2,772,163 of life insurance in the New York Life under Club 
rules. This includes no group insurance as New York Life confines its business 


to individual policies. 


Since he returned to the Company from military service in 1946, Mr. 
Mintz has shown a rapid production gain, culminating in his achievement of the 
Company’s highest field honor. During the past year he has completed his 
studies and has successfully passed the examinations leading to designation as a 





EDWARD J. MINTZ, CLU 


Chartered Life Underwriter. He is a graduate of Cornell University and of First Degree Nylic 
Brooklyn Law College. He first joined New York Life in 1936 and was granted Salinas, California 
President 


leave of absence in 1942 to enter the Army from which he was discharged with 
the rank of Major. For three years prior to his entry into the armed forces, and 


in 1946 and 1947 he qualified for Top Club Membership. He is a First 
Degree Nylic. 


NationaL VicE Presipent of the Top Club Council for the second 
successive year is Edwin T. Golden, CLU, of the Golden Gate Branch Office if 
San Francisco. During the past Club year, he paid for 194 applications for 
$2,567,733 of new business in the New York Life under Club rules. He is a 
Third Degree Nylic. 


A graduate of the University of California, Mr. Golden joined the New 
York Life in 1933 and has been a member of the Top Club each year since 1934. 
In 1944 and 1945 he was a Vice President-at-Large. He is a Life Member of the 
Million Dollar Round Table. 








Long active in life association affairs, both locally and nationally, he has 
addressed many insurance meetings. In 1945 he was Vice President of the San 
Francisco Life Underwriters Association, and he has been President of the 
Nylic Association of Chartered Life Underwriters. He is the author of a book, 
“Young Man, Here’s How to Sell Life Insurance,”? published by Harper’s 
in 1941, 





EDWIN T. GOLDEN, CLU 
Third Degree Nylic 
San Francisco, California 
National Vice President 





New York Life Insurance Co., 51 Madison Avenue, New York 10, N. Y. 
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HARRY A. McCOLL 
Senior Nylic 
Colorado Springs, Colorado 
Chairman, Advisory Board 





Orricers of the 1948 Top Club Council, in addition to the President and 
National Vice President, are the Chairman and four Vice Chairmen of the Advisory 
Board of Directors, six Divisional and Departmental Vice Presidents, and six 
Divisional and Departmental Second Vice Presidents. 





The Chairman and Vice Chairmen of the Advisory Board of Directors are 
former Top Club Presidents who continue to be among current production leaders 


of the New York Life. 


The New York Life Insurance Company is particularly proud of the outstanding 
records made by its Top Club Council Officers during the past year, and as a 
tribute to them and twenty other Million Dollar Members, under Nylic Club rules, 





the Company is publishing their photographs on these and two following pages. 


REED W. BRINTON, CLU 
First Degree Nylic 
Salt Lake City, Utah 
Vice Chairman, Advisory Board 


ROBERT A. DAVIES, CLU 
Third Degree Nylic 
San Francisco, California 
Vice Chairman, Advisory Board 





ISAAC S. KIBRICK 
Senior Nylic 
Boston, Massachusetts 
Vice Chairman, Advisory Board 


IRVING FREED 
Senior Nylic 
New York City 
Vice Chairman, Advisory Board 
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VICE PRESIDENTS 













JOSEF E. JOSEPHS, CLU 
Third Degree Nylic 
Charlotte, North Carolina 
Southeastern Division 


ISAAC M. KANARISH 
Third Degree Nylic 
Chicago, Illinois 
Central Division 


A. EVERETT RILEY 
Third Degree Nylic 
Kansas City, Missouri 
Western Division 









ERIK D. S. SCHOLEFIELD 
First Degree Nylic 
New Westminster, B. C. 
Canadian Department 


HAROLD HAMBURGER 
Second Degree Nylic 
Brooklyn, New York 

+ Northeastern Division 


LOUIS K. SIMS 
Senior Nylic 
Los Angeles, California 
Pacific Division 


RUDOLF L. LEITMAN 
Second Degree Nylic 
Detroit, Michigan 
Central Division 


DON C. KITE 
Third Degree Nylic 
Morgantown, West Virginia 
Southeastern Division 


GEORGE J. LUCAS 
Senior Nylic 
Mitchell, South Dakota 
Western Division 








KENNETH L, VAN LEUVEN 
Second Degree Nylic 
Spokane, Washington 


JACOB D. COHEN 
First Degree Nylic 
New York City 
Northeastern Division 
(Died Sept. 9, 1948) 


SAM WASSERMAN, CLU 
Third Degree Nylic 
Vancouver, B. G. 
Canadian Department 





Pacific Division 
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Thirty-seven members of the 1948 Top Ciub Council, including the President, 
National Vice President, Chairman and Vice Chairmen of the Advisory Board of 
Directors, the Divisional Vice Presidents and the Divisional Second Vice Presidents, 
each paid for more than $1,000,000 of business in the Company under Club rules 
during the past Club year. On this page are pictured the twenty additional 
Million Dollar Members. 
LU 
: 
BEN FELDMAN, CLU CLARENCE I. QUILLING JERRY POWERS BEN H. SEKT JOHN R. ROUTSONG 
First Degree Nylic First Degree Nylic Third Degree Nylic Senior Nylic Second Degree Nylic 
East Liverpool, Ohio Dayton, Ohio Kansas City, Missouri Sioux City, lowa Los Angeles, California 
LD 
JAMES T. McCREAR & CHARLES “’ WIcks JAMES E. WATKINS ARNOLD DOM"™NITZ ROBERT C. HOLLAND, CLU 
Freshman Nylic Third Degree iwyue “hird Dearee Nvlic Freshman Nylic Second Degree Nylic 
San Francisco, California Fresno, California Lake Charles, Louisiana Sor k City New York City 
( 
LOUIS F. CALLEY SHIRLEY J. WAYBURN CLYDE E. POWELL ELDON G. BRADSHAW 
Third Degree Nylic Third Degree Nylic Senior Nylic Senior Nylic Freshman Nylic 
Oakland, California Charleston, West Virginia Detroit, Michigan Seattle, Washington San Diego, California 
J 
ROBERT C. BRADLEY DAVID M. AUSTIN HUGH K. DOUGHERTY PAUL E. BARNEY C. H. (Smokey) KILLEN 
Freshman Nylic Senior Nylic Freshman Nylic Freshman Nylic Freshman Nylic 
Columbus, Ohio Chickasha, Oklahoma Anchorage, Alaska Vallejo, California San Antonio, Texas 
New York Life I C Madison A New York 10, N.Y 
ew York Life Insurance Co., 51 Madison Avenue, New York 10, N. Y. 
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EDITORIAL 


COMMENT 





Preach to the Unconverted. Too 


It seems as if an unusually large 
number of speeches in support of free 
enterprise and the American way of life 
are being made before insurance or- 
ganizations of all types. Some of these 
talks are marked by a good deal of elo- 
quence and even fervor. Without ex- 
ception they are soundly based. The 
only criticism that could be made of 
them is that they are directed at the 
wrong people, for it would be surprising 
to find even one member of these speak- 
ers’ audiences who would disagree in 
the slightest measure with everything 
that the man on the rostrum is expound- 
ing. These audiences may get a slightly 
enhanced appreciation of the American 
way of life and the free enterprise sys- 
tem but these are not the people who 
need to be preached to. 

It seems a pity that the time, talent, 
and money that goes into having an 
audience’s Own convictions reflected 
back to it cannot be used in’ spreading 
the gospel of the American way among 
those sections of the populace that 
might be somewhat on the fence in their 
feelings about the American free en- 
terprise system and all that goes with it. 
It is not among insurance people—at 
least not among those who go to listen 
to speeches on the American way of 
life—that the communists and other dis- 
turbers are going to find their converts. 
It is rather among the less intelligent 
and less well balanced groups that the 


radicals can expect to get in their dirty 
work. 

Of course, it takes a somewhat differ- 
ent type of message, devised with more 
ingenuity and salesmanship, to convince 
an audience that is not sold on the free 
enterprise system and is not particularly 
anxious to be sold. For one thing, the 
mere reiteration of the theorem that 
this is the best possible system to live 
under doesn’t get very far with people 
who have some real or fancied fault to 
find with it. There has to be a candid 
admission that while some imperfections 
exist in the present system, sincere and 
effective efforts are being made to rem- 
edy them and that the chances of achiev- 
ing the listeners’ objectives are far bet- 
ter under this system than under any 
other. 

Naturally, there will always be those 
who are so irresponsible and maladjusted 
that no matter what system they live 
under the grass is always going to look 
greener on the other side of the ideo- 
logical fence. However, these chronic 
malcontents should not give much 
trouble provided the much greater num- 
ber of misinformed but potentially open- 
minded people can be shown the light. 

There is a great story to be told about 
the American way and the free enter- 
prise system but the telling needs to be 
done among those who need redemption 
rather than among those who are al- 
ready saved. 


I'he Group Man and Industrial Relations 


Group insurance people, producers 
and company men alike, are coming to 
recognize the wisdom of being versed 
in the whole field of industrial relations. 
The insurance man is often called upon 
for advice over and beyond insurance 
problems by small employers who do 
not have any other industrial relations 
counsel, The insurance man cannot be- 
come such an exhaustive student of the 
field that he forgets his mission is to 
sell insurance, but he is in a position 
to soak up a great deal of knowledge 
without losing sight of his objective. 
Approaching industrial relations stu- 
diously he can learn many things that 
will enable him to offer advice and serv- 
ice which enhance his sales position. 

When the insurance man understands 
broad employer-employe problems, he 
has truer perspective which enables him 


to see the place of insurance more 
clearly, In the past, there have been 
insurance men whose zeal for their 


product outstripped their narrow under- 
standing. There are numerous cases 
where the insurance man has sold group 
coverage as a panacea for all employe 
relations. Then when the group insur- 
ance failed to erase discord it took the 
blame where other aspects of industrial 
relations were throwing them out of 
kilter. 

The insurance man who knows in- 
dustrial relations never makes the mis- 
take of pretending that insurance alone 
can cure all situations. He can tell his 
client truthfully that insurance can add 
immeasurably to the economic security 
and the well-being of the employe, and 
in this respect make him more efficient 
and loyal, but makes it clear that in- 
dustrial relations are many sided. In- 
surance cannot completely sweeten 
every situation, for example, where a 
union is on the warpath, where the em- 
ployer refuses to upgrade employes at 
reasonable intervals, where the work is 


of a distasteful nature, where wages or 
salaries are low by prevailing standards, 
where supervision is harsh or unreason- 
able, where working conditions are un- 
pleasant. In this connection, it is now 
realized by industry that the mech- 
anization and specialization necessary on 
the mass production line tends to make 
workers dissatisfied with the lack of 
variety in their work. Enlightened em- 
ployers see to it that where such labor 
is necessary, the employes are shifted 
from job to job and in this way and 


a picture of the total operation which 
keeps them interested in the team ef- 
fort. Where the employer fails to recog- 
nize and improve the weaknesses in his 
industrial relations, he is going to have 
disgruntled employes even with the most 
superb group insurance and pension pro- 
gram. 

The insurance man can help the em- 
ployer formulate a satisfactory employe 
relations policy and recognize that in- 
surance can do its part of the job in 
a style that has proven to be highly ef- 
fective. 





through job education are able to get 





PERSONAL SIDE OF THE BUSINESS 





Otto E. Schwartz, vice-president of 
THE NATIONAL UNDERWRITER at Chicago, 
underwent an emergency abdominal op- 
eration early Tuesday morning at Du 
Page Memorial hospital, Elmhurst, III. 
The operation was successful and the re- 
ports as to his condition are favorable. 


Norman H. Nelson, vice-president of 
Minnesota Mutual, has been reappointed 
to the executive committee of the Mort- 
gage Bankers Assn. of America. He is 
also a member of the association’s board 
of governors and this year was chair- 
man of the seminar committee. 


James Murray, assistant manager of 
Prudential at Niagara Falls, Ont., was 
honored at a dinner on his 25th anni- 
versary with the company. 

F. F. Innes, actuary Australian Mu- 
tual Provident Society, Sydney, New 
South Wales, has started home from the 
United States after spending the last 
two months here. He visited many 
home offices here. 

A valuable set of Robert Ridgway’s 
“Birds of North and Middle America” 
has been presented to the arboretum and 
bird sanctuary at Olney, IIl., established 
in memory of the author, by John A. 
Stevenson, president of Penn Mutual 
Life, and former superintendent of 
schools at Olney. 

John P. Collett, chairman of the ex- 
ecutive committee and member of the 
board of State Life of Indianapolis, has 
been elected to the board of L. 
Ayres & Co. department store of In- 
dianapolis. 

Edgar C. Fowler, general agent of 
New England Mutual at Chicago, sus- 
tained lacerations when the car he was 
driving collided with a truck. He was 
hospitalized for three days, but is now 
recuperating at his home in Evanston. 


DEATHS 


William P. Howard, 78, with Pruden- 
tial for 44 years before his retirement in 
1940, died at Rochester, N. Y. He 
served as superintendent of Rochester 
District 1 from 1905 until his retire- 
ment. At that time he was one of the 
oldest active field executives of the com- 
pany. He had served as president of 
Rochester Life Underwriters Assn. 

Robert E. Whitney, who until his re- 
tirement in 1937 was connected with 
New York Life for 54 years, being in- 
spector of agencies stationed at Chicago 











for 30 years, died at his home in La 
Jolla, Cal., at the age of 83. His widow, 
and a daughter Mrs. Dorothy W. Rice 
continue to reside there. Mr. Whitney 
had been ill for a year or more. 

He was born in Indiana and began 
with New York Life at the home office 
in New York city. Mr. Whitney was 
transferred in 1901 to the Orient where 
he organized agencies in Japan and 
Manila. At that time the company had 
a far-flung agency organization. He was 
recalled to this country in 1907 and soon 
afterward was appointed inspector of 
agencies at Chicago in charge of the 
central department. Under his direction 
the department was increased by addi- 
tions of territory until it comprised quite 
a number of midwestern states. 

After his retirement Mr. Whitney and 
his family moved to California, then 
subsequently to Florida and later for a 
time lived in North Carolina before re- 
turning to the Pacific Coast where he 
bought a home at La Jolla. 

Edward P:. O’Hanlon of O’Hanlon 
Reports of New York dropped dead Mon- 
day morning shortly after he finished 
addressing a casualty and surety sales 
congress at St. Louis. His age was 56. 

Prior to the first war he was engaged 
in automobile body construction, Dur- 
ing the war he taught flying boat -hull 
and airplane propeller construction, He 
started in the insurance business in 1919 
in the claim department of Globe In- 
demnity. From 1920 to 1922 he was 
connected with Hooper-Holmes Bureau 
developing an automobile title company. 
From 1922 to 1934 he served as vice- 
president of Hooper-Holmes Bureau 
and then organized his own reporting 
service, which has been primarily inter- 
ested in the A. & H. and casualty field. 

Richard W. Lawrence, 70, chairman 
of “Printers’ Ink”, and a director and 
member of the executive board of Han- 
over Fire and of Equitable Society, died 
suddenly as he was entering the New 
York Chamber of Commerce building 
last week. Mr. Lawrence had been pres- 
ident of the chamber a number of years 
ago. 

George M. Ravold, 77, veteran agent 
of New York Life, died at St. Louis. 
He started with New York Life there 
when the was in his teens. 

J. Walker Godwin, 64, veteran Min- 
neapolis life man, died of a heart at- 
tack in his room in the Minneapolis 
Club. He had returned only recently 
from Florida where he had taken his 


family for the winter and planned to- 
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join them there later in the year. He 
had been in life insurance 40 years and 
at one time was general agent of Penn 
Mutual Life. Of late years he had been 
with Northwestern Mutual. 


Lionel D Hargrove, Sr., 52, manager 
of the Interstate Life at Atlanta, died 
there. 

Elmer Abbey, San Antonio, general 
agent of Aetna Life, is bereaved by 
the death of his wife, Mrs. Gertrude 
Clark Abbey. 


John M. Miller, Jr., 80, Richmond 
banker, who was a director and mem- 
ber of the finance committee of Life 
of Virginia, died there. His son, Otey 
Miller has been with that company for 
a number of years as head of the filing 
department. 

Samuel J. Newton, 61, former man- 
ager at Milw aukee office of Acacia Mu- 


tual Life and at one time with North- 
western Mutual, died in a Milwaukee 
hospital after a long illness. He had 
been in another line of work in recent 
years. 

O. J. Pothast of Denver, Colo., state 
manager for Mutual Benefit H. & A., 
and United Benefit Life, 
pectedly at the age of 51. He was just 
about to leave for Omaha for the con- 
vention of his companies. 

Jay C. McCord, 65, loan agent in 
Chicago for Northwestern Mutual Life, 
died. He was also head of a real estate 
and building management firm. 

Mrs. Marthe Dervaux Hyde, 65, wife 
of James Hazen Hyde, former vice- 
president of Equitable Society, died in 
New York City. Mr. Hyde is the son 
of Equitable’s founder, James Baldwin 
Hyde. He lived abroad for many years 
after leaving Equitable. 











oT venaniieniadl’ Agents Found to F losial 
in California, Murrell Agency Reports 


“Transplanted” agents have done well 
in California and the experience of the 
Murrell Brothers agency of Mutual 
Benefit Life in Los Angeles and San 
Francisco indicates that the “trans- 
plants” have a slightly higher average 
production than the others. More than 
half the Murrells’ 50 agents were in 
life insurance before going to California 
or entered the business on arriving in 
the state. 

Of the 24 transplanted agents answer- 
ing the questionnaire, 12 were in the 
life insurance business prior to moving 
to California. The average production 
of those who have moved (including a 
large number of new men) i is better than 
$300,000. Four out of five “transplants” 
said they are making or believe they 
will make more money in California 
than they would have made had they 
not moved there—with the opinion be- 
ing almost unanimous in the southern 
part of the state. The majority thought 
it less expensive to live in ‘California 
than in their former locations. Most 
of those replying felt they have made, 
or will make, as many friends as they 
had elsewhere. 


Take Prospecting in Their Stride 


Only half of the replies stated that 
the agent’s greatest problem in begin- 
ning in new territory was prospecting. 
All except one felt the fact that Cali- 
fornia’s population had increased 40% 
since the war made prospecting much 
easier for the new man. The opinion 
of those transplanted is influenced, the 
Murrells believe, by the fact that ma- 
jor emphasis is placed on prospecting. 
Having accepted the premise that pros- 
pects are the men the agent knows, 
others these men know and strangers, 
the new man is required to build a list 
of 500 suspects. A printed announce- 
ment, including the agent’s picture, is 
sent to this list. Foliow-up is arranged 
by direct mail and phone calls. 

This is supplemented by the assign- 
ment of about 60 to 100 old policy- 
owners. Three of 12 available prospect- 
ing techniques are learned verbatim. 
Maximum emphasis is put on deferred 
commitments in the form of promises 
of interviews for programming on the 
completion of a new man’s training in 
the company’s “analagraph” procedure. 
The experience of these men indicates 
that a “transplant” is more conscious 
of the prospecting problem and does 
something about it. Apparently six 
months of real activity in meeting peo- 
ple has been found to offset the handi- 
cap of being new. 


Six Months’ Stake Needed 


The question was asked, “If a man 
is successful-in the life insurance busi- 
ness and wishes to move to ‘California, 
how many months’ living expenses 


should he have before moving?” The 
Majority thought six months. Six 
thought a year. 

Specific comients made by the 


“transplants” included such reeommen- 


XUM 





dations as: “Do a good service job 
for one key man in at least three large 
plants and spread out from there.” 
“Get introductions from ‘back home.’” 
“Use pre-approach and direct mail let- 
ters regularly.” “Take an active part 
in the Community Chest and similar ac- 
tivities; join clubs; meet people and 
more people.” “Don’t try to sell strang- 
ers; get acquainted. Any contact, 
however slender, gives a salesman an 
edge.” “I go on the assumption that 
most people came here: ‘recently’ and 
‘recently’ is a matter of viewpoint. Ap- 
parently there are few natives here and 
that makes it easier.” “The job is to 
build a clientele which means prospects, 
which means suspects, which means get- 
ting acquainted. In other words, meet 
people.” 

The Murrells report that a local man 
is preferred, but that their experience 
proves that it is possible to “transplant” 
an agent. Each of their nine supervis- 
ors, as well as the Murrells themselves 
moved to California from other cities. 
Thomas G. Murrell, whose headquarters 
are at San Francisco, was forerly lo- 
cated in New York City, Chicago, Bos- 
ton, Hartford and Waterbury. Wey- 
mouth L. Murrell, at Los Angeles, 
started his life insurance career in Vir- 
ginia and later had home office super- 
sisory duties in the Great Lakes district. 


H. C. Fisher Gets Award 


WASHINGTON — H. Cochran 
Fisher, Aetna Life agent and N.A.L.U. 
trustee, received 
the 1947 Bernard 
L. Wilner memo- 
rial award “for ac- 
complishment and 
sustained activity 
in the interest of 
the institution of 
life insurance”, at 
the District of Co- 
lumbia Life Un- 
derwriters Assn. 
meeting. The sil- 
ver trophy going 
with the award 
was presented by 
Morton H. Wilner, 


H. C. Fisher 
brother of Bernard, who was killed in 


the first world war. There were 288 
present, a new record for a monthly 
meeting. The association will hold its 
first annual outing in many years next 
May. John D. Marsh, ‘Lincoln National, 
reported on the St. Louis N.A.L.U. 
meeting 

The guest speaker was Harry S. Re- 
deker, general counsel of Fidelity Mu- 
tual Life, who analyzed the revenue act 
of 1948 and its uses in the sale of life 
insurance. 


Mich. 1949 Convention Set 


The 1949 convention of Michigan 
Assn. of Life Underwriters, will be held 
at Grand Rapids ‘May. 5-6. Stephen H. 
Barnard, president of the Grand Rapids 
association and vice-president of the 


died unex- 


state association, has been named gen- 
eral convention chairman. Clifford H. 
Orr, N.A.L.U. president, will be one of 
the major speakers. 


State Farm Holds District 
Convention This Week-End 


State Farm is holding its annual dis- 
trict convention for southeastern Indiana 
at Hillside hotel, Madison, Ind., this 
weekend. The program will include 
reading of prize-winning essays on “My 
Most Outstanding Life Insurance Sale”; 
an address by B. N. Woodson, executive 
vice-president of Commonwealth Life; a 
talk on “The Billion or More Campaign” 
by G. J. Mecherle, chairman of State 
Farm; and addresses by H. R. Nevins, 
state director, R. P. Helm, personal in- 
jury adjuster, and Harold B. _ Ogden, 
district manager, 

Saturday night the banquet will take 





place and on Sunday morning the “serv- 
ice seller’s” breakfast. 
Robert E. Florian, Salt Lake City 


manager of Aetna Life, addressed the 
meeting of Utah A. & H. Club at Salt 
Lake City Monday. 

F, Edward Walker, Salt Lake City 
manager for Mutual "Benefit H. & A. 
and United Benefit Life, addressed the 
Reserve Officers Assn. at Salt Lake 


Wednesday. He will give the Navy Day 
address at Elko, Nev., Oct. 27, before 
the Rotary ‘Club. He just recently got’ 
his permanent commission in the navy. 





Equitable Names 
Five Group Men 


Equitable Society has given Associate 
Actuary W. L. Blackadar general super- 
vision of the annual dividend bureau and 
has appointed Donald D. Cody as an 
associate actuary with supervision over 
the mathematical bureau. . 

Mr, Blackadar joined the company in 
1911 in the actuary’s department. Fol- 
lowing service in the first world war he 
was for a time cashier and office man- 
ager of the Woods agency of Equitable 
in Pittsburgh. He graduated from Mc- 
Master University in honor mathematics 
and physics. : 

Mr. Cody graduated in 1934 with 
highest honors in mathematics from 
Harvard, joining Equitable that year as 
an actuarial student. During the war 
he did scientific work for the army and 
navy and returned to Equitable in 1945 
as assistant actuary. 





Facts and figures as provided in the 
Little Gem Life Chart help you sell more 
effectively. 








Twice within the past six months 
our Field Force set new written: 
and paid-for Company records. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 
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Ask about G-A-TOP. You can 
earn more if you understand it. 





Excellent General Agency 
openings in Missouri and 
IMlinois. 


There is a good future in « 
company with a good past. 


e ST. LOUIS MUTUAL 
LIFE INSURANCE COMPANY 
222 N. Fourth St. St. Louis 2, Mo, 
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Conn. General 
Promotes 16 


Connecticut General Life has just 
made 16 home office staff promotions: 
Charles H. Ormsby, supervisor, policy 
changes; Arvid R. Anderson, agency as- 
sistant; Arne O. Flydal, supervisor, 
claim accounting; Albert F. Kalber, 
supervisor, annuity payments; George 
M. Ellis, supervisor, deferred settle- 
ments; Richard S. Crampton, Ragnar 
Hanson, Maxwell J. Loose and William 
V. Shages, examiners; Miss Marion E. 
Ryan, supervisor, records; S. Philip 
Hallgren, assistant superintendent, print- 
ing; Philip H. Yost and Edward J. Pal- 
kot, personnel assistants; Warren D. 
Chase, supervisor, employment; Donald 
L. Brush, planning analyst; and Miss 
Hazel M. Clavez, supervisor, steno- 
graphic. 

Mr. Ormsby received B.A. and M.A. 
degrees from University of Michigan. 
He is a Phi Beta Kappa. Before join- 
ing Connecticut General’s actuarial de- 
partment in 1945 he taught mathematics. 
He is an associate of both actuarial 
bodies. 

Mr. Anderson attended Trinity Col- 
lege, joined the agency department in 
1924, and was appointed superintendent 
of the agency statistical division the fol- 
lowing year. 


Flydal Native of Norway 


Mr. Flydal was born in Norway. He 
came to the United States in 1910, joined 
the claim department in 1925 and was 
appointed its chief clerk in 1938. 

Mr. Kalber joined the cashier’s de- 
partment in 1921. He was later trans- 
ferred to the premium collection depart- 
ment and to the claim department in 
1935. 

Mr. Ellis graduated from University 
of Vermont in 1920 and joined the claim 
department in that year. 

Mr. Crampton graduated from Yale in 
1935, then taught French and was coach 
at Westminster School. He joined Con- 
necticut General’s claim department in 
1935. In 1939 he was transferred to 
Chicago as a claim representative. He 
was a lieutenant in the coast guard in 
the war. 


Hanson Wesleyan Graduate 


Mr. Hanson graduated from Wesleyan 
University in 1918 and held several busi- 
ness positions before joining the Con- 
necticut General agency department in 
1924. He was transferred to the claim 
department in 1926. He served in the 
first world war as an army airplane pilot 
and during the recent war he served 
as a major in the air corps. 

Mr. Loose graduated from University 
of Wisconsin in 1933. He engaged in 
insurance inspection work and in 1942 
joined the claim department of ‘Con- 
necticut General. For three years he 
was in Baltimore as a claim representa- 
tive. 

Mr. Shages joined the claim depart- 
ment in 1924. In 1936 he was trans- 
ferred as a claim representative in the 
Buffalo-Rochester territory. In 1939 he 
returned to the home office. In the war 
he served in the navy. He is chairman 
of the Hartford Life Claims Conference. 

Miss Ryan joined Connecticut Gen- 
eral’s records division in 1924 

Mr. Hallgren entered the printing 
business in 1929 and was a production 
manager before he joined Connecticut 
General’s printing division this year. 

Mr. Yost graduated from Yale in 1934. 
In 1936 he joined the personnel depart- 
ment. 

Mr. Palkot graduated from Carnegie 
Institute in 1935 and received an M.A. 
from Columbia University in 1940. He 
taught English and economics for six 
years, then entered industrial personnel, 
work, In 1945 he joined the Connecti- 
cut Genérals’ personiiel department. 


Mr. Chase graduated from Williams 
College in 1936 and joined Connecticut 
General’s Los Angeles office. In 1938 
he went to the home office agency sta- 
tistical division. He was an army cap- 
tain during the war. Shortly after his 
return he was transferred to the person- 
nel department. 

Mr. Brush graduated from Columbia 
University in 1921 and was in office 
management work before he joined Con- 
necticut General’s personnel department 
in 1929. 

Miss Clavez attended Columbia Uni- 
versity and engaged in insurance com- 
pany work for two years before joining 
Connecticut General. 





Joins Law Department 
of Paul Revere Life 


Clinton A, Reynolds of Belmont, 
Mass., has joined the law department 
of Massachusetts Protective and Paul 
Revere Life as an attorney. He has 
been law clerk to Justice James J. 
Ronan of the Massachusetts supreme 
judicial court. 

Mr. Reynolds received his A. B. de- 
gree from Dartmouth in 1941 and his 
law degree from Harvard in 1947. He 
served in the air force as a radar in- 
structor. 


R. N. Nay Named Medical 
Head of Indianapolis Life 


Indianapolis Life has appointed Dr. 
Richard N. Nay as medical director. 

Dr. Nay graduated from the Indiana 
University school of medicine in 1938. 

From 1941 until 1944 he was a fellow 
in internal medicine at the Mayo Founda- 
tion. He then served with the army 
medical corps until 1947. Since then he 
has been engaged in the practice of in- 
ternal medicine in Indianapolis, 





Travelers Promotes Sibley 


Fred S. Sibley, assistant life manager 
in Travelers Hartford branch, has been 
named assistant supervisor of agency 
field service in the home office. He 
joined Travelers as a field assistant in 
1941 and was made assistant manager in 
1947. He is a graduate of Dartmouth 
College. He attained the rank of lieu- 
tenant in the navy. 


R. L. Evans Asst. Sec’y 


Robert L. Evans, formerly of its ac- 
tuarial department, has been appointed 
assistant secretary of Fidelity Mutual. 








served 


knows of this advertisement. 





DETROIT - HOUSTON 


An outstanding, nationally-known, group writing company 
is seeking two good men to become full-time, salaried, 
Group Managers for the Detroit and Houston territories. 
The successful applicants will be: 


(a) Residents of Detroit and Houston 


(b) Thoroughly experienced in both administrative 
and sales aspects of group insurance 


(c) Widely acquainted with the industries and the 
leading insurance brokers in the area to be 


Salary commensurate with ability and experience. Give us 
the full story in your first letter. All replies will be promptly 
acknowledged and held in strictest confidence. Our staff 


Address Box R-95 
The National Underwriter 
175 West Jackson. Bivd., Chicago, Ill. 


He joined Fidelity in 1937, followin 


graduation from University of Michi-. 


gan, where he majored in mathematics, 
In 1939 he became supervisor of rein- 
statement and in 1947 manager of re. 
instatement. Among other  responsj- 
bilities, he will be in charge of Life 
Office Management Assn. Institute 
courses and other employe educational] 
projects. 


Van Laarhoven to H. O. 


C. J. Van Laarhoven, formerly with 
the Nashem agency of Mutual Benefit 
Life in New York City, has’ joined the 
home office agency department to take 
care of organizing and directing a pros- 
pect bureau. He has had nearly 19 
years of field experience and was assis- 


tant manager with Lee Nashem for 
about four years when Mr. Nashem 
was manager for Acacia Mutual in 
Chicago. 





McGhee Gen. Agent in Minn. 


Modern Life has appointed Robert 
E. McGhee as general agent for Be- 
midji and vicinity in Minnesota. Mr, 
McGhee entered life insurance business 
in 1944 with Minnesota Mutual. Dur- 
ing 1947, he wrote well over a half mil- 
lion of new business and led Minne- 
sota Mutual’s largest agency for the 
entire year. 


COMPANIES 
Puts on Third 
Billion in 2 Years 


Lincoln National Life is now well over 
the $3 billion mark of insurance in force, 
That point was reached in June and cur- 
rently the insurance in force is about 
$100 million greater than that. Lincoln 
National reached the $1 billion mark in 
1940. It achieved $2 billion in 1946 and 
now the third billion was produced in 
but two years. 


Report on Victory Mutual 


Victory Mutual Life of Chicago at 
Dec. 31, 1947, had assets $2,389,009, 
contingency reserve $50,000 and unas- 
signed funds $250,680 according to the 
report of an examination by the Illinois 
department. The examiners state that 
cash position is well maintained and 
surplus funds are being currently in- 
vested in income producing securities, 
Claims are promptly and: equitably ad- 
justed. Although interest earnings im 
each of the past four years have shown 
a deficit as compared with interest 
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earnings required on policy reserves, 
the operations have been profitable and 
the gains from insurance activities have 
resulted in a general improvement. The 
profitable operation has resulted in 
elimination of lien balances and accu- 
mulated interest on all Victory Life 
policies reinsured by Victory Mutual. 

The general supervision of the field 
department is under G. W. Jones, 
fourth vice-president and agency direc- 
tor, at New York. There were 12 
branch offices and nine general agencies 
and 135 agents. Insurance in force 
amounted to $19,307,850, an increase of 
$2,033,779 for the year. 


John Hancock Merges Two 
Functions of Group Dept. 


John Hancock has consolidated the 
salary deduction and pension trust sales 
division and the group annuity sales di- 
vision in the group department. The new 
division is known as the retirement plans 
and salary deduction division. Chester 
Baughman has been appointed manager 
and Aubrey F. Horton assistant man- 


ager. 


$100 Million Mark Is 
Attained by United 


United of Chicago has exceeded $100 
million of life insurance in force, a gain 
of $65 million since 1945. 

The company was recently licensed in 
Arizona and New Mexico, bringing its 
operations to 29 supervisory jurisdic- 
tions. 


Calvert Life Dropped 


Efforts to organize Calvert Life of 
Los Angeles as a second Negro life 
company in California, which have been 
in progress for two years, have failed, 
due to the inability of the promoters to 
sell sufficient stock to meet the require- 
ments of the California code within the 
time limit of the permit to sell such 
stock. The permit, with its extensions, 
expired Sept. 15. 





Sterling of Chicago has been licensed 
.—* life and disability insurance in 
Nevada. 








Skelton General Counsel 
of Pa. Department 


Commissioner Malone of Pennsylva- 
nia has appointed John A. Skelton of 
Philadelphia as general counsel for the 
department. Mr. Skelton, born at Phila- 
delphia, was graduated’ from the com- 
merce school of University of Penn- 
sylvania in 1927 and from University of 
Pennsylvania law school in 1930. 

He was assistant district attorney of 
Philadelphia county 1932-1938° and gen- 
eral counsel to the liquidation division 
of the Pennsylvania department since 
1939, except for service in the army 
from 1941 to 1946, becoming a lieuten- 
ant colonel and serving in the south- 
west Pacific on the staff of Gen. Mc- 
Arthur, who decorated him with the 
legion of merit. 

Mr, Skelton’s headquarters will be 
at Harrisburg. 


Prudential Opens 
Albany Office 


Prudential has opened a group sales 
office in the Standard building, 112 State 
St. Albany, directed by Edgar W. Niel- 
sen, home office representative. The of- 
fice will deal in group life, accident and 
health insurance in an 18-county area in 
the central Hudson valley and Vermont. 


Cashiers Go to School 


Massachusetts Mutual trained 21 
cashiers in’ a four-day course at the 
home office. This is*the first of two 
groups to receive such training during 
October. The course is under the 
Supervision of Wrayburn M. Benton, 
agency secretary, and Lawrence H. 
Shoughrue, agency assistant. 


YUM 
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Northwestern Mutual 
Has Western Rally 


Northwestern Mutual held its first 
western regional agents meeting last 
week at Mark Hopkins hotel, San Fran- 
cisco. The contingent from the home 
office was led by Grant L. Hill, vice- 
president and director of agencies, and 
included Elgin G. Fassell, actuary; Ben- 
jamin B. Snow and Laflin C. Jones, as- 
sistant directors of agencies and Paul 
K. Frazer, assistant director of under- 
writing. 

The Richard Shipley agency at San 
Francisco was host, and the agencies 
from Los Angeles, Oakland, Stockton, 
Seattle, Spokane, Portland, Salt Lake 
City and Boise participated. 

At the first session, at which Paul 
Demeter, manager at Oakland, was 
chairman, Charles P. Carey, Los Ange- 
les, Mr. Snow and Maurice B. Smith, 
Oakland, were speakers. 

Ray Waggoner, general agent at 
Boise, was chairman for the afternoon 
session, and the talks were given by Mr. 
Fassell, Virginia Wood of San Fran- 
cisco, and General Agents Bert B. Boyd, 
Spokane, and John S. Kerns, Sait Lake 
City. 

L. F. Larson, general agent at Port- 
land, was in charge the second morning. 
Mr. Frazer talked on “Underwriting the 
Northwestern Way,” and Francis J. 
McEntee, attorney at Los Angeles, 
spoke on current estate problems. Mr. 
Jones talked on “Before and After.” 
Grant Hill wound up the meeting the 
second afternoon. Chairman for this 
session was J. F; Habegger, general 
agent at Seattle. 


Equitable Has Educational . 
Parley at San Antonio 


An educational conference for the 
San Antonio and Corpus Christi agen- 
cies of Equitable Society was held at 
San Antonio, Tex. At the first busi- 
ness session Jeff Fraley, Corpus Chris- 
ti manager, presided. Col. Ralph H. 
Durkee, San Antonio, spoke on pros- 
pecting; J. Stanley Price, San Antonio, 
on time control, and William B. Reed, 
Corpus Christi, package selling. Joseph 
M. Reichman, Austin, treated the re- 
tirement income policy and Gerald W. 
Massey, San Antonio, the family income 
policy. 

The second day, Hank Hamel, Corpus 
Christi, spoke on social security as 
related to sales presentations; the: “E. 
I. P. and E. A. E. services,” were pre- 
sented by C. E. Bryan, Corpus Christi, 
and Harry Wise, San Antonio, dis- 
cussed methods of building prestige. 

W. W. Klingman, retired, who intro- 
duced Equitable in Texas on its return 
to that state, was introduced. The 
afternoon was given over to golf and 
other recreational activities. 

At the final session, Link Lyman, 
San Antonio manager, spoke on “Writ- 
ing Open Business;” Ned W. Langdon, 
Corpus Christi, on business insurance; 
Robert Erckman, Dallas, group insur- 
ance; Homer W. Driesslein, San An- 
tonio, discussed the “A. H. O.;” Rob- 
ert G. Farmer, Austin, presented meth- 
ods of meeting objections, and Floyd 
D. Tower, San Antonio cashier, ex- 
plained recent changes. Mr. Lyman 
introduced Harold J. Rossman, Kan- 
sas City, director of agencies. 





Plans “49 Convention 


Guarantee Mutual Life has scheduled 
its next convention at the Broadmoor 
hotel, Colorado Springs, Sept. 20-22, 
1949. Representatives were given an 
18-month qualification period for pro- 
duction and premium income beginning 
Jan. 1, 1948. Requirements are on a net 
basis. Lapses are deducted from pro- 
duction records. General agents may 
qualify by meeting the production and 
premium income requirements or by 


having three men in their agencies qual- 
ify in this manner. Qualification re- 
quirements include expenses for wives. 
Some of the entertainment features will 
be mountain trips and a golf tournament. 





400 at Omaha Meeting 


OMAHA —Nearly 400 salesmen ot 





f On January 25, 1867, 


Iowa was founded in Des Moines, then a 
frontier town of 8,000 people. 


The 81 intervening years have witnessed the 
development of that pioneer enterprise into a 


national institution. 


completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 


In contemplating the 


Benefit Life and Mutual Benefit 
A. and their wives from 199 
branch offices in the U. S., Canada, 
Alaska, Newfoundland and Hawaii, 
members of the Builders Club, attended 
an agency meeting here, marking the 
opening of the new $3 million nine story 
addition to the home office. 

Traveling the longest distance was 
John G, Ciciarelli of Honolulu, who is 
in charge of the companies’ seven offices 
in Hawaii. 
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Branch Offices in 





the United States 


ATLANTA HONOLULU, T.H. PEORIA 

BALTIMORE INDIANAPOLIS PHILADELPHIA 

BOSTON JACKSONVILLE PITTSBURGH 

CANTON KANSAS CITY PORTLAND, ME. 

CHICAGO LANSING PORTLAND, ORE. 

CINCINNATI LOS ANGELES PROVIDENCE 

CLEVELAND LOUISVILLE RICHMOND 

COLUMBUS MEMPHIS SAN FRANCISCO 

DAVENPORT MINNEAPOLIS SEATTLE 

DENVER NASHVILLE SPOKANE 

DETROIT NEW HAVEN ST. LOUIS 

GRAND RAPIDS NEW ORLEANS WASHINGTON, D.C. 

GREENSBORO NEWARK WILMINGTON 
SUN LIFE ASSURANCE COMPANY OF CANADA 

id Established 1865 oe 
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LIFE AGENCY CHANGES — 





Ray Lichtenwalter Joins 
Franklin at Des Moines 


DES MOINES—Ray Lichtenwalter 
has been appointed associate general 
agent here for Franklin Life. C. P. Ma- 
con is general agent at Des Moines. Mr. 
Lichtenwalter entered life insurance at 
Wheaton, Ill., in 1940 with Metropolitan 
Life and for the last four years has 
been its assistant manager at Des 
Moines. He is treasurer of Des Moines 
Life Underwriters Assn. 





John F. Muchalight, for nine years 
Prudential manager at Pawtucket, has 
been named manager of district office 2 
in Providence, R. I. He replaces C. A. 
Robbins, resigned. ‘ 


Manufacturers Names Two 
Saskatchewan Managers 


Manufacturers Life has appointed J. 
Leon O’Connor manager for southern 
Saskatchewan, with headquarters in 
Regina, and Charles H. Ellston will be 
manager for northern Saskatchewan 
with headquarters in Saskatoon. 

Mr. O’Connor has been in life insur- 
ance for over 20 years, first as an agent 
and since 1942 as supervisor for Manu- 
facturers in northern Saskatchewan. He 
is a past president of the Regina Life 
Underwriters Assn. 

Mr. Ellston has had wide business ex- 
perience as trust officer and in retail 
merchandising before entering life in- 
surance 12 years ago. As an agent in 
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GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Company Established 1891 











BOSTON, 


for individuals and groups. 


BUILT ON INTEGRITY 





Tee COLUMBIAN NATIONAL 
| LIFE INSURANCE Z2ncny 


MASSACHUSETTS 


MORE STRINGS TO HIS BOW ... 


The Columbian National Agent is “Johnny on the spot” with 
complete Life, Sickness, Accident, and Hospital protection . . . 


GROWING ON SERVICE 








Calgary and southern Alberta he spe- 
cialized in the sale of planned estate 
programs. He is regional vice-president 
of the Alberta association. Both ap- 
pointees are C.L.U.s. 


Rainey Named H. O. General 
Agent for Indianapolis Life 


James L. Rainey has been appointed 
manager of the home office agency ot 
Indianapolis Life, 
and Ivan V. Snyder, 
educational director 
of the company who 
has been in charge 
of the agency, will 
move to the home 
office to devote his 
entire time to com- 
pany training plans. 

Mr. Rainey has 
been in the life in- 
surance business 
since 1920, and for 
the past 18 years as 
agency manager in 
Indianapolis for 
Great-West Life. He is a past presi- 
dent of the Life Underwriters Assn. of 
Indianapolis. 


Metropolitan Names McNeill 
and Dennison as Managers 


Elwell MacNeill, division supervisor 
of the home office field training division 
of Metropolitan Life, has been appoint- 
ed manager at Perth Amboy, N. J. 

Mr. MacNeil joined Metropolitan in 
1934 and has been assistant manager at 
Millville, N. J., field training inspector, 
field training supervisor, and division 
supervisor of the field training division. 

Richard S. Dennison, field supervisor 
for the eastern territory at the home 
office, has been named manager at Mid- 
dletown, Conn., to succeed Robert E. 
Harvey who is on disability. 

Mr. Dennison started with Metropol- 
itan in 1932, since has been agent at 
Boston, assistant manager. at Framing- 





J. L. Rainey 


ham, Mass., field training instructor 
and field supervisor for the eastern 
territory. 


Webster Appoints Whitson 


W. Gregory Whitson has been named 
manager of the life department of the 
Abner A, Webster agency in Chicago. 
Mr. Webster is general agent for Provi- 
dent Mutual Life and also does a gen- 
eral insurance business. Mr. Whitson 
entered the business 15 months ago with 
Home Life at Chicago. He attended 
Northwestern University, served with 
the navy Seabees, and had been em- 
ployed previously by Continental Oil 
Co. 


Name McPherren in Neb. 


Franklin Life has appointed F. L. 
McPherren as general agent of the 
central Nebraska agency, with head- 
quarters at Grand Island. He-was for- 
merly general agent of American Mu- 
tual Life. 


Logan to Philadelphia 


Alexander M. Logan has been ap- 
pointed group home office representa- 
tive of John Hancock at Philadelphia. 
For the past two years he has been with 
the group underwriting department at 
the home office. 


Hobday in New Ky. Post 


Citizens National Life has been ad- 
mitted to Kentucky and has named C. 
Brent Hobday, Louisville, as Kentucky 
state manager. Mr. Hobday was for- 
merly Louisville manager for American 
States. 


Babcock Succeeds Baker 

New general agent at Rochester, 
N. Y., of Monarch Life is Kermit P. 
Babcock, who succeeds Clifton H. 
Baker. A Rochester resident for 25 
years, he has been an agent of Monarch 
there. 
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Wisconsin Doctors _ 
Disavow Milwaukee 
Surgical Care Plan 


Arguments over control of prepaid 
surgical-medical insurance in Wisconsin 
came to a head last week at the meeting 
of the state medical society at Milwau- 
kee. The doctors voted to notify the 
Wisconsin commissioner that the Mil- 
waukee county Surgical Care plan no 
longer operates in a manner approved 
by the state society. A dispute between 
the state and county societies over con- 
trol of Surgical Care has been waged 
for about three years, involving a law 
suit and arbitration by American Med- 
ical Assn. 

The action by the state body will put 
the question up to the commissioner, 
who will have to decide under a new 
law whether the Milwaukee plan can 
continue. Leaders of the state society 
maintain that the law provides that op- 
eration of any surgical-medical plan by 
any county medical society in Wisconsin 
is subject to approval of the state so- 
ciety. The Milwaukee people argue that 
while approval is necessary for estab- 
lishing a plan, it is not needed to con- 
tinue one already in operation. 

The door was left open for a merger 
possibility. A resolution was adopted 
stating that the state society is willing 
to receive overtures for consolidation of 
the plans. 

The state society also voted support 
of American Medical Association’s re- 
cent opposition to a proposal by Blue 
Cross to form a national sickness insur- 
ance company. 

Blue Cross sent a note to the conven- 
tion asking that the state society with- 
draw its approval of the Wisconsin plan, 
the program of prepaid medical-surgical 
and hospitalization benefits sold of the in- 
surance companies. Blue Cross said that 
the medical profession is “confused” by 
the multiplicty of plans and the public is 
bewildered by the divergent opinions of 
the medical profession. It was main- 
tained that the doctors cannot justifiably 
continue to endorse both the non-profit 
medical society system and the profit 
motivated plan of the insurance com- 
panies. The doctors took no action on 
the note. 


Unethical “Ads” Rapped 


PORTLAND, ORE—At a meeting 
here managers of Better Business Bu- 
reaus of the far west struck at accident 
insurance companies that engage in un- 
ethical advertising and mislead the pub- 
lic. Ways were sought to combat the 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 




















Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


&. R. DEMING t. J. BAYLEY 
Presitient Secretary 


HOME OFPICE—SYRACUSE, N. Y. 
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activities of a few small insurers and to 
clean up the methods they pursue 
through direct mail advertising, circulars 
and radio. Criticism of such companies 
ig not based on their financial stability 
nor the coverage given the buyer, but 
the misleading titles given to policies. 
Speakers cited policies described as giv- 
ing “lifetime protection” but containing 
cancellation clauses which may be in- 
yoked by the company. 


Central Life of Ill. Wins 
U. of Illinois Contract 


Central Life of Illinois was the suc- 
cessful bidder for the hospital, medical 
and surgical insurance for University of 
Illinois during the current university 
year. 

' Following a policy of long standing, 
all undergraduate students in the Ur- 
bana, Champaign, Galesburg and Navy 
Pier departments, taking more than five 
hours (summer sessions—more than 
three hours) of work and all graduate 
students taking at least one unit (sum- 
mer sessions—one-half unit) of work 
are required to participate in the pro- 
gram excepting those who submit evi- 
dence of participation in any group in- 
surance provision, providing the same 
benefits as provided by Central Life. 
Others eligible to participate are em- 
ployes and faculty; all persons on ap- 
pointment on the university _ staff, 
spouses of persons insured under the 
plan, and family, spouse and children 
over three months and under 10 years of 
age. Correspondence, extramural and 
visiting students will not be eligible. 

The contract provides hospital benefits 
of $5 per day with a maximum of $140 
in any semester; there is provision for 
miscellaneous hospital expense indem- 
nity up to $22.50. Medical treatment 
expense of $3 per day is covered with 
a maximum of $56 and there are sur- 
gical benefits according to a schedule 
with maximum of $225. 

The cost to the individual for the 19- 
week semester is $4.25 and for the fam- 
ily, including children between the ages 
of three months and 10 years the pre- 
mium is $6.72. 

Employers Liability was the previous 
insurer. 


Texas A. & H. Sales Congress 
Schedule Is Announced 


At a meeting of the executive commit- 
tee of Texas Assn. of A. & H. Under- 
writers at Waco, President O. D. Har- 
lan outlined plans for sales congresses to 
be held at Dallas, Dec. 7; San Antonio, 
Dec. 8, and Houston, Dec. 9. It was 
announced that several leaders in the 
business will appear on the program, ty- 
ing the sales congresses in with a mem- 
bership campaign. i 

Mr. Harlan spoke of the responsibility 
of the individual agent in public rela- 
tions. He asked that all salesmen steer 
clear of high pressure salesmanship and 
that they guard against policy mills, 
complicated policy forms and rates, and 
too small premium return. 

The committee went on record for co- 
operation with Texas Assn. of Life Un- 
derwriters in its legislative program. It 
was voted to have the officers act as a 
nominating committee to suggest offi- 
cers for the coming year. 


Anderson Milwaukee Chief 


A. L. Anderson, Massachusetts Pro- 
tective, was elected president of A. & H. 
Underwriters of Milwaukee at the an- 
nual meeting. Elected first vice-presi- 
dent last year, he took over the presi- 
dency when President Carl A. Ernst 
was transferred by North American Life 
& Casualty to St. Paul. 

Ervin L. Jung, Old Line Life, is first 











ARE YOU INTERESTED? 

in a general agent with 18 years experience in 
ordinary and Four. who desires to permanently 
locate in middle West or Southwest. Present 
connection limited. Personal histo: refer- 
ences on request. Replies confidential. Address 
R-9%, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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vice-president; C. C. Raisbeck, Great 
Northern Life, second vice-president, 
and Edward C. Betehia, North Ameri- 
can Life & Casualty, treasurer. Leo E. 
Packard, Loyal Protective, was named 
secretary for the 11th time. 

R. L. Paddock, president Time, ad- 
dressed the meeting on “Selling Meas- 
urement.” 





Texas Association Head 
Is San Antonio Speaker 


San Antonio Assn. of A. & H. Under- 
writers heard a report from President 
O. D. Harlan of the state association on 
the growth in the membership of that 
association. He urged that the mem- 
bers of the San Antonio association 
strive to make a better showing in this 
respect. He also reported on the Waco 
meeting of the executive committee. 

Mr. Harlan discussed some erroneous 
ideas in regard to selling A. & H. insur- 
ance. He emphasized that, contrary to 
the common belief, there are fewer com- 
plaints concerning A. & H. claims pay- 
ments than in other forms of insurance. 

He warned of the danger of legisla- 
tion that may be introduced in the next 
Texas legislature, which would be harm- 
ful to companies and insurance buyers. 

Keith Lyons spoke of the need for 
unified action in contacting local legis- 
lators before the meeting of the legisla- 
ture. Plans for contacting legislators 
were approved and a number expressed 
a readiness to assist both in legislative 
contacts and in a membership drive. 





Plan Courses at Drake 


Des Moines A. & H. Assn. is making 
plans for setting up a short course at 
Drake University. Plans call for two- 
week courses to be offered in the sum- 
mer and during the school year if space 
can be provided. 

The association will hold a party Oct. 
19 to launch its membership drive. 





Open N. J. Season Oct. 26 


New Jersey A. & H. Underwriters 
Assn. will hold a luncheon meeting at 
Newark Oct. 26. Frank Kearns, in 
charge of newly created disability de- 
partment of the Loyalty group at the 
home office, will speak. 

Members of New Jersey Women’s 
A. & H. Assn. also will attend. 


POLICIES 


N. W. Mutual Scale 
of Dividends Lower 


Northwestern Mutual after maintain- 
ing the same dividend scale for the last 
three years has revised the scale, which 
in general will be lower in 1949. Re- 
duced gains from interest earnings due 
to the decline in interest rate on in- 
vestments are responsible, according to 
E. G. Fassel, actuary. Net interest rate 
earned dropped from 3.70% in 1940 to 
3.01% in 1947. In the period 1946-1947 
interest rate dropped sharply about one- 
third of 1%. Nevertheless, interest rate 
earned by Northwestern Mutual com- 
pares favorably with the average of all 
life companies, which for 1947 fell to a 
record low of 2.88%, he commented. In 
1948, rates on new investments appear 
to have turned the corner but their effect 
in increasing average rate on total in- 
vested funds will be slow. 


Continues 3% Rate 


The rate of interest to be paid by the 
Northwestern in 1949 on most option 
settlements and dividend accumulations 
continues to be 3%, the guaranteed rate. 
For such funds under recent policies 
with a lower guarantee, the rate of in- 
terest will be 2.75%. 

The following comparison of illustra- 
tive net payments (premium less divi- 











dend) exemplifies the new scale: 
$1,000 ordinary life, EE series issues 
from Jan. 1, 1947. 


—Age 20— —Age 35— —Age 50— 

1948 1949 1948 1949 1948 1949 

Scale Scale Scale Scale Scale Scale 

Net Net Net Net Net Net 

Year Pyt. Pyt. Pyt. Pyt. Pyt. Pyt. 
1 14.58 15.13 22.70 23.26 38.75 39.29 
5 13.81 14.50 21.31 22.07 36.88 37.70 
10 12.73 13.60 19.63 20.66 34.69 35.84 
15 11.51 12.58 17.95 19.24 32.82 34.25 
20 0.13 11.41 16.28 17.82 31.50 33.08 
Total 250.42 268.41 389.37 410.44 694.29 717.16 





N. Y. Life Adds 2 Policies; 
Doubles Discount Rate 


New York Life has two new plans, 
a three-year term-ordinary, ages 10 to 
57 at issue, and a four-year term-ordi- 
nary, ages 10 to 56 at issue. 

The new policies are similar to the 
company’s present two-year term-ordi- 
nary, except for the term. Loan and 
nonforfeiture values are provided after 
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the policy has been in force one year 
or more on the ordinary life plan and 
are the same as if the policy were a 
regular ordinary life policy ‘issued at 
the end of the term period at the then 
attained age of the insured. 

The company is allowing the dis- 
counting of premiums on all policies 
on the basis of interest at 2% for dis- 
count periods up to five years, and at 


1% for any longer periods. The dis- 
count has been 1%. As before, no 


discount is allowed on premiums paid 
less than six months in advance. 


Minnesota Mutual Issues 
Mortgage Redemption Form 


Minnesota Mutual has introduced a 
participating decreasing-term mortgage 
coverage which is being placed in many 
cases where the insured needs protec- 
tion but is unable to afford the gross 
premium outlay required for the con- 








THE NORTHERN LIFE INSURANCE COMPANY 





Savings 


troit 26, Michigan. 


LIFE * 





Provides its Underwriters — 


@ Generous First-year Commissions 

@ Full Renewals to the 15th Year 

@ Group Life-Accident-Health Protection 
@ A Life Income Pension Plan 


@ Prize-winning Sales Helps 
@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 


Managerial Openings in Newly-opened Midwestern Territory. Write 
| Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa; or R. Robert P. Stearns, 2363-5 Guardian Bldg., De- 


NORTHERN LIFE 
INSURANCE COMPANY. 


D. M. MORGAN, President 
Home Office: Northern Life Tower 


Issued together at a substantial saving, 


Established 1906 


Seattle, Washington 
* 


ACCIDENT * HEALTH 


or separately 











Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency openings, are invited from 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY - 
Waverly, lowa 
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ventional combination of level premium 
insurance and decreasing term rider. 

The policy is available for 15, 20 and 
25-year periods, with premium payable 
for two years less than the term period. 
Minimum initial amount is $4,000. 

Premiums and dividends for $1,000 
initial face amount are: 


15 Yr. Pd. 20 Yr. Pd. 25 Yr. Pd. 
Ann. Ann. Ann. Ann. Ann Ann 

Age Prem. Div. Prem. Div. Prem. Div. 
20 6.00 1.10 6.23 1.23 6.55 1.38 
21 6.11 1.16 6.35 1.29 6.71 1.45 
22 6.23 1.23 6.49 1.36 6.88 1.53 
23 6.35 1.30 6.64 1.44 7.06 1.61 
24 6.49 1.38 6.81 1.53 7.26 1.70 
25 6.64 1.47 6.98 1.61 7.47 1.78 
26 6.80 1.56 7.18 1.71 7.71 1.88 
27 6.98 1.65 7.39 1.80 7.96 1.97 
28 7.18 1.76 7.62 1.90 8.24 2.07 
29 7.39 1.85 7.87 2.00 8.55 2.18 
30 7.61 1.94 8.14 2.09 8.87 2.26 
31 7.86 2.04 8.44 2.19 9.23 2.36 
2 8.13 2.13 8.76 2.29 9.62 2.46 
33 8.43 2.23 9.11 2.38 10.04 2.55 
34 8.75 2.32 9.49 2.48 10.50 2.65 
35 9.10 2.42 9.91 2.58 11.00 2.74 
36 9.48 2.51 10.36 2.68 11.55 2.84 
37 9.90 2.62 10.85 2.77 12.14 2.92 
38 10.35 2.71 11.38 2.86 12.78 3.01 
39 10.84 2.21 11.96 2.96 13.47 3.09 
40 11.38 2.92 12.60 3.06 14.23 3.18 
41 11.96 3.02 13.28 3.14 15.05 3.26 
2 12.59 3.12 14.03 3.24 15.93 3.32 
43 13.28 3.22 14.84 3.32 16.90 3.40 
44 14.03 3.32 15.72 3.40 17.94 3.47 
45 14,85 3.42 16.68 3.48 19.07 3.53 
46 15.73 3.58 17.72 3.64 eee ves 
47 16.70 3.76 18.85 3.81 

48 17.74 3.92 20.08 3.99 

49 18.88 4.10 21.41 4.17 

50 20.12 4.28 22.86 4.37 

51 21.47 4.47 ss iv 

52 22.93 4.65 

63 24.52 4.84 

54 26.25 5.06 

65 28.12 5.30 
Facts and figures as provided in the 


Little Gem Life Chart help you sell more 
effectively. 


Guesdian Shows Rates and 
Values for New Policies 


Shown below are annual premiums, 
illustrative dividends and values per 
$1,000 of Guardian Life’s new preferred 
risk life paid-up at 70 and at 85 policies. 
Minimum policy is $10,000. 


Pref. Risk Life Paid-Up at 85 


Ann. Cash Values 
Age Prem. 5th 10th Sth 20th 
15 14.63 27 88 155 217 
20 16.52 35 103 178 248 
25 18.90 43 121 205 283 
35 25.70 65 165 269 365 
40 30.57 79 191 306 410 
45 36.92 94 219 346 458 
50 45.29 112 251 389 510 
55 56.42 131 286 437 570 
60 71.41 153 327 496 660 
65 92.18 181 382 596 905 
Dividends on 1948 Scale 
End of Year 
Age 1 3 5 10 15 20 
15 2.66 2.84 3.02 3.61 4.31 5.10 
20 2.63 2.89 3.16 3.90 4.74 5.68 
25 2.79 3.11 3.44 4.33 5.35 6.37 
30 3.08 3.46 3.86 4.96 6.07 7.22 
35 3.50 3.97 4.47 5.69 6.95 8.25 
40 4.16 4.69 65.23 6.64 8.09 9.52 
45 4.99 5.63 6.27 7.91 9.53 10.81 
50 6.19 6.94 7.69 9.56 11.04 12.12 
55 7.78 8.66 9.53 11.28 12.56 13.60 
60 9.83 10.66 11.43 12.98 14.25 14.97 
65 11.81 12.62 13.31 14.89 15.82 16.21 
Pref. Risk Life Paid-Up at 70 
Ann. Cash Values 
Age Prem. 5th 10th 15th 20th 
15 15.04 29 92 162 227 
20 17.09 37 109 188 263 
25 19.73 47 130 219 304 
30 23.11 60 154 256 354 
35 27.50 74 184 301 413 
40 33.40 93 222 358 491 
45 41.54 118 272 436 603 
50 53.34 153 346 558 800 


PROFITABLE AGENCY OPENINGS IN 
ILLINOIS - INDIANA - MINNESOTA 


Several splendid opportunities are available to men who can 
qualify to represent us in the above territories. 


Here are some of the advantages: 


1. You work directly with 
headquarters—the home of- 
fice—no general agent to 
account to. 

2. Larger commissions. 

3. Close Company-Agency re- 
lationship. 


4. Flexible internal policy— 
allowing the fullest personal 
cooperation in meeting un- 
usual situations. 

5. A we'l financed company 
with an excellent reputa- 
tion. 





Your choice of the following preferred risk policies: 


ORDINARY LIFE 
ENDOWMENT AT 65 


20 PAYMENT LIFE 
LIFE PAID UP AT 65 


Minimum Amounts $2,500 
For Full Details Write 
NORMAN 8B. ANDERSON, SUPT. OF AGENTS 


105 W. Madison Street 


Chicago, Ill. 


An Old Line Legal Reserve Company 


RELIANCE MUTUAL 
LIFE INSURANCE COMPANY 


OF 


ILLINOIS 


Can NOU Qualify? 


Are you ready for an appointment as General Agent for this Company? 
Your city may be one of the dozens where our expansion program 
provides an excellent opportunity. The requirements are a good pro- 
duction record, a good reputation, ambition, and the ability to build a 
strong, aggressive agency. Our portfolio includes a wide range of 
practical, streamlined Accident, Health, Hospitalization and Life 
policies, backed by 40 years’ service to policyowners. If you can qualify 
and want to know more about a direct Home Office connection, write to 


Federal Life & Casualty Co., Detroit 2, Mich. 





Dividends on 1948 Scale 
End of Year 
§ 1 


Age 1 3 0 15 20 
15 2.66 2.85 3.04 3.65 4.37 5.17 
20 2.63 2.89 3.18 3.95 4.81 5.78 
25 2.79 3.12 3.47 4.40 5.45 6.51 
3003.07 3.47 3.90 5.04 6.20 7.40 
35 3.48 3.99 4.51 5.80 7.13 8.48 
40 4.15 4.72 5.30 6.81 8.33 9.80 
45 4.96 5.66 6.36 8.13 9.83 11.12 
50 6.13 6.97 7.82 9.84 11.39 12.42 








— ASSOCIATIONS — 


Orr, Cleeton Speak 
at Cal. Regional 


Clifford H. Orr, general agent for 
National Life of Vermont at Philadel- 
phia, N.A.L.U. president, addressed a 
regional meeting at Los Angeles un- 
der the auspices of the California asso- 
ciation. Mr. Orr talked on the efforts 
of the National association to have 
members of local bodies become ac- 
quainted with what is being done for 
them at the national level. He spoke 
before delegates from the Arizona, Kern 
county, Long Beach, Orange Belt, 
Orange county, Pasadena, San Diego, 
San Fernando Valley, Ventura, Santa 
Monica and Los Angeles associations. 

Mr. Orr said one job the associations 
have to do is preserve present member- 
ship and resell old members who have 
dropped out, as well as sell new mem- 
bers. He used a chart, which is to be 
sent to all local associations, to illus- 
trate the benefits of the association. He 
pointed out that local associations 
should be actively engaged in aiding 
state associations in legislative matters. 

The National association correlates 
activities of all local and state associa- 
tions, he said. His chart showed why 
the life underwriter should belong to 
his local association and gave an indi- 
cation of what he would get out of his 
membership. 

Charles E. Cleeton, Occidental Life, 
trustee of the N.A.L.U., followed Mr. 
Orr and conducted a round table dis- 
cussion on the chart and brought out 
ideas as to how local association offi- 
cials by using the chart can let their 
members know what they are getting 
out of association membership. 

Following the dinner meeting, Pres- 
ident V. F. VanStrelin of the California 
association, opened the meeting and 
Vice-president Russell Hogue led the 
discussion on affairs of the association. 
Attention was paid to the question of 
training local association leaders along 
the line brought out at the afternoon 
session with emphasis laid on the re- 
sponsibility of association heads in see- 
ing that their fellow officials take more 
interest in the subject. 


Orr Discusses Finances 


At the concluding session Orr took up 
the finances of the national organization. 
He expressed the opinion that the in- 
creased dues for local associations will 
result in increased membership. 

Mr. Cleeton then took over, devoting 
the remainder of the session to affairs of 
local associations, and declared public 
relations was one of the principal jobs to 
be undertaken. He held that one of the 
things needed is better education for 
agents, said that the state association 
now has 3,834 members and ranks third 
in the country. He made a plea for 
harder work to increase the membership. 

At the luncheon concluding the con- 
ference, Mr. Orr made the only address, 
with his topic “New Challenges”. He 
said that every agent should make “pur- 
pose” the cornerstone of his life, do 
extra work, give extra service and study 
more, 





O’Connor at Grand Rapids 


Edward H. O’Connor, executive di- 
rector of Insurance Economics Society, 
addressed the Grand Rapids Assn. of 
Life Underwriters and Western Michi- 
gan Assn. of H. & A. Underwriters at 
a joint meeting. He warned against 
the bureaucratic control sure to follow 


a program of sickness compensation and 
socialized medicine and deplored the 
“step by step in roads of socialism” into 
our government. 

Members of Kent county medical and 
dental societies were invited to attend 
E. R. Tonkel was program chairman 
for the meeting. 


Nashville—Dr. Robert I. Mehr, Univer. 
sity of Illinois, outlined the four broad 
steps in life insurance training: basic 
company training, intermediate training 
through the Life Underwriter Training 
Council, advanced training through the 
American College, and university train. 
ing. He said that some of the elementary 
insurance courses are directed toward 
making the average student a more in. 
telligent purchaser of life insurance, 
J. P. Byrne, vice-president of Life ¢@ 
Casualty, local L.U.T.C. chairman, %ut- 
lined the scope of the course and intro. 
duced F. H. Phinizy, Fidelity Mutual, 
local instructor for the program. Norris 
Maffett, Connecticut Mutual, retiring 
C.L.U. president, awarded C.L.U. designa- 
tions. Green Benton, New York Life, 
was introduced as the new C.L.U. presi- 
dent. Sclater Brown, Equitable of 
Iowa, reported on the St. Louis N.A.LU, 
meeting. 

Jackson, Mich—Ben F. Hadley, super- 


intendent of agents of the Columbus 
Mutual Life, spoke on “Your 1948 Hit 
Parade”. 


Abilene, Tex.—Lloyd Grove, vice-presi- 
dent of Western Reserve Life, spoke on 
“The Fundamentals of the Job of the 
Underwriter.” He emphasized that time 
is the agent’s chief asset and a contro] 
plan is needed to provide for effective 
utilization of time and talents. 

Dallas—J. W. Bullion spoke on the 
federal estate and gift taxes. A series 
of three educational meetings will be 
held from 9 to 12 in the auditorium of 
Dallas Power & Light Co., Oct. 23 and 
30 and Nov. 6. 

Kenosha, Wis. — Communism would 
confiscate all private property, if suc- 
cessful here, and would be a serious blow 
to the millions of people in the United 
States who hold life insurance policies, 
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Congressman Lawrence H. Smith told the 
Racine-Kenosha association. The pur- 
pose of the House and Senate investiga- 
tions now going on, he said, is to find out 
Communists have been able to 


how 

honeycomb important government de- 
partments. 

Des Moines—Nathan P. Paulus, John 


Hancock, Lafayette, Ind., will speak on 
“programming for Today’s Market”. 

Topeka—Reports of the St. Louis con- 
vention were given at the October meet- 
ing. It was announced that 20 members 
are enrolled in the C. L. U. class and 
others will be accepted. 

Oklahoma City—Charles E. Gaines, 
agency director of Great National Life, 
speaks Oct. 15. 

Milwaukee—The L, U. T. C. on-the-job 
training course, with Harold W. Gardi- 
ner, educational director of Northwest- 
ern Mutual Life, as instructor will get 
under way Nov. 1. Lloyd Mallon, general 
agent of Massachusetts Mutual, is chair- 
man of the local committee in charge, 


CHICAGO 


SALUTE F. J. BUDINGER 

F. J. Budinger, regional sales di- 
rector of Franklin Life at Chicago, was 
presented a large 
sterling silver pic- 
ture frame, appro- 
priately inscribed, 
by President 
Charles E. Becker 
at a celebration 
marking Mr. Bud- 
inger’s 25th anni- 
versary with Frank- 
lin. Mr. Becker sug- 
gested that the 
frame be used for 
pictures of Mr. 
Budinger’s nine 
children, The 
agency organization 
presented a tribute in verse and a six- 
piece sterling silver service. 

The occasion also marked the cul- 
mination of the September sales cam- 
paign, which set a record of $1,522,- 
108 on 376 applications, a new Chicago 
area record. 

District Manager Edward Kaluza led 
the organization with a production to- 
tal of $151,125 on 44 sales and the John 
O'Doherty agency at River Forest led 
with 109 sales for $427,275. Mr. 
O’Doherty received a prize of a suit 
of clothes, as did Harry Turner for the 
highest 60-day record of personal sales 
—52 applications for $215,150. 

Besides Mr. Becker those from the 
home office included J. V. Whaley, vice- 
president and director of agencies; F. J. 
O’Brien, vice-president and director of 
sales promotion, and Charles E. Becker, 
Jr., assistant to the president. 


CHICAGO OFFICE IS MOVED 


The Chicago office of Wisconsin Na- 
tional has been moved to 5546 North 
Broadway. Robert F. McAuley con- 
tinues as manager. He has been asso- 
ciated with the company since early in 
1941. Manager McAuley has arranged 
for 24-hour telephone service for the 
convenience of policyholders. 














F. J. Budinger 








MAMMOTH L. & A. SETUP 


‘Mammoth Life & Accident of Louis- 
ville has been admitted to Illinois and 
has appointed the Pioneer Insurance 
Agency at 608 South Dearborn street, 
hicago, as its representatives. Mam. 
moth L. & A. does an industrial busi- 
Ness and in the Pioneer Agency takes 
the place of Pioneer Life which has 
discontinued writing industrial business. 





Cushman to Address ‘Troe 


Stewart A. Cushman of the Chicago 
local agency of Bartholomay & Clark- 
son will talk on “Retirement Plans, 
Group or Otherwise,” at the Oct. 21 
as of Midwest Insurance Buyers 
ASsn 

Arthur Murray, Container Corp. of 
America, president of the buyers group, 
who has been in ill health, is now get- 
ting back on the job part time. 








NEW YORK 


Life Underwriters Assn. 
Picks Executive Manager 


New York City 
Assn. has selected 
Jack R. Manning as 
executive manager, 
succeeding Phelps 
Olds, who resigned 
July 1. Mr. Man-’ 
ning graduated in 
1938 from St. Bene- 
dictine Military 
Academy in Savan- 
nah. He went into 
radio sales and 
service. He went 
into the army in 
1941, serving in 
South America and 
the Pacific. He left 
the service as a captain. 
radio and television business 
York after _leaving the service. 





Life Underwriters 


bad 4 





J. R. Manning 


He was in the 
in New 


Baltimoré-Washington 
Phone Book Published 


Copies of the 1948 Baltimore-Wash- 
ington Insurance Telephone Directory 
are being distributed by the National 
Underwriter Company to local offices 
in those cities. The 72-page book lists 
all types of insurance offices alphabeti- 
cally with telephone numbers and is one 
of similar books published by The Na- 
tional Underwriter for Chicago, Dallas- 
Houston, Detroit, Pittsburgh, Philadel- 
phia, Boston and Minneapolis-St. Paul. 
Additional copies are available from the 
Philadelphia office, 123 South Broad 
street, or the Cincinnati office, 420 East 
Fourth street, at $1 each. 








Sees Dropping of Payment 
of Premiums Tax Test 


NEW YORK — The repeal of the 
premium payment test, in respect to 
federal estate taxes, which was passed 
by the House during the last Congres- 
sional legislature, has a strong chance 
for passage next year, in the opinion 
of Martin M. Lore, New York City 
tax counsellor and former member of 
the office of the chief counsel of the 
Bureau of Internal Revenue. 

Speaking to Manhattan Life agents, 
general agents, and supervisors of the 
metropolitan area on ‘Federal Estate 
Tax Valuation and Computation” he said 
that the consensus of the Treasury 
staff and outside interests is that most 
changes found in the bill are non-political 
and should be enacted in the interests 
of equity and better tax administration. 

He stressed the necessity for agents 
to get specialized help in writing busi- 
ness agreements. During his years with 
the government he saw as many fault; 
buy-sell agreements as correct ones. 

He stated that many complications 
arise not so much in limitation on 
marital deduction which is 50% of ad 
justed gross estate, but rather in quali. 
fying properly for marital deduction ir 
the first place. The broadest exception 
under the statute is in the field of ter- 
minable interest. This by law means 
an interest which will terminate or fai! 
upon the lapse of time or upon the oc- 
currence or non-occurrence of an event 
or contingency. 


Plan for 1949 Parley 


Plans for the 1949 conference of Insur- 
ance Accounting & Statistical Assn. at 
the Edgewater Beach hotel, ‘Chicago, 
May 19-21 were formulated at a meet- 
ing of the directors at Chicago. There 
will be a prominent speaker addressing 
the first general session on “Manage- 
ment Controls.” There will be the usual 
Ne of the life, fire, casualty and 

. & H. divisions. 

“oe details are in charge of G. L. 





Mutual Life and 
Phoenix Mutual 


Bannister of Pacific 
George H. Hamilton, 
Life, for the life section; Carroll E. 
Butler of Security Fire and W. H. 
Crawford of the Loyalty group for the 
fire section, and John Stuart, Employers 
Casualty, and J. A. Mills, Lumbermen’s 
Mutual Casualty, for the casualty sec- 
tion including A. & H. 


Goldish Sets C.W.P. Mark 


Ben Goldish of the White & Odell 
agency of Northwestern National Life 
at Duluth is the first agent in the com- 
pany to complete 25 consecutive years 
of membership in the App-a-Week Club. 
He joined the company in 1923, and 





almost immediately began building his 





1. Liberal 
First Year 
Commissions. 


app-a-week record, He also has fre- 
quently been among the leaders in the 
company’s monthly honor roll as well 
as in its volume and premium competi- 
tions throughout the past 25 years. 





Toronto “Star” Takes 
Swing at Life Insurers 


TORONTO—The Toronto “Daily 
Star,” largest newspaper in Canada has 
returned to one of its periodic attacks 
on the life insurance business, charging 
the companies, as in previous feature 
stories, with overselling and high lapses 
and surrenders. The newspaper cites a 
number of statistics from the Canadian 
government's official report. 
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Shanks Sees Big 
Western Expansion 


Over the next few decades the over- 
all economic and financial control of 
many national businesses will shift to 
the west and the development of the 
western region will continue to ‘be spec- 
tacular, Carrol M. Shanks, president of 
Prudential, declared at a chamber of 
commerce luncheon in Denver at which 
he concluded a three-week trip through 
western states. Mr. Shanks cited the 
western population growth in the last 
eight years, which is more than 33% in 
the 11 western states. The western 
population, he said, is now at a point 
where in numerous insiances, it will sup- 
port the minimum sales necessary for 
additional, efficient, low cost mass pro- 
duction operations in industry. 





New Consulting Firm 
Is Formed at Richmond 


Robert J. Towne, formerly actuary 
of Life of Virginia, and Thomas P. 
Bowles, Jr., formerly assistant actuary 
of that company, together with T. Cole- 
man Andrews, member of the Richmond 
accounting firm of T. Coleman Andrews 
& Co., have formed a firm of actuaries, 
insurance consultants and pension and 
employe benefit counselors with offices 
at Richmond. The firm will be known 
as Bowles, Andrews & Towne. It will 
operate as a purely professional group 
and not on a commission basis. As 
its business expands, the firm plans to 
operate branch offices in other cities 
of the south. 

One of the services to be offered is 
a machine and punched card account- 
ing system for small insurers or other 
groups which, because of their size, are 
not in a position to afford such systems 
for themselves. 


Mr. Bowles, a nephew of Commis- 
sioner Bowles of Virginia had been with 
Life of Virginia for 15 years. He is 
a fellow of both actuarial bodies and an 
associate of L. O. M. A. 

Mr. Towne had been actuary of Life 
vf Virginia since 1941 until he resigned 
recently. Previously, he was with the 
actuarial departments of Aetna Life and 
Union ‘Central Life. In addition to be- 
ing a fellow of the actuarial groups, he 
is a member of the permanent commit- 
tee of International ‘Congress of Actu- 
aries and past president of Middle At- 
lantic Actuarial Club. He served on 
committees of the Virginia advisory 
legislative council to study revision of 
annuity tables used in the code of Vir- 
ginia and to extension of the state re- 
tirement system. He is a graduate of 
Harvard. 

Mr. Andrews, a C. P. A., is vice- 
president of American Institute of Ac- 
countants. He has served as auditor 
of public accounts of Virginia and as 
city comptroller of Richmond. He was 
organizer and first director of the cor- 
poration audit division of the U. S. gen- 
eral accounting office. 





Hear Cambridge Professor 


Los Angeles Actuarial Club at its 
recent meeting heard Dr. Douglas 
R. Hartree, professor of mathematical 
physics at the University of Cambridge 
and acting director of Institute for Nu- 
merical Analysis, speak on “Recent and 
Prospective Developments in Calculat- 
ing ‘Machines.” 


To Enlarge Purdue Faculty 


Dan P. Cahill, director of the Purdue 
course is seeking an additional as- 
sistant director. The position involves 
teaching at Purdue and does not entail 
traveling. The Purdue life insurance 
marketing institute is completing its 
third year next month. 
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Equitable Makes Poetic 
Offer of Verse-Will Copies 


In a verse style reminiscent of Ogden 
Nash, Equitable Society’s “Agency 
Items,” in its ‘‘News Across the Coun- 
try” department, is offering reprints of 
the rhyming will, in which the late Wal- 
ter Malloy of Columbus, O., paid high 
tribute to the life insurance agent. Non- 
Equitable agents and Equitable agents 
wanting more than 100 copies can ob- 
tain reprints from THE NATIONAL 
UNDERWRITER, 175 West Jackson boule- 
vard, Chicago 4. Equitable’s versified 
offer follows: 

In last issue’s News Across The Coun- 
try pages, 

We printed part of a poem by a man 
now joined to the ages. 

Possessed of a keen wit and ahead of 


his time, 

He composed a will which was written 
in rhyme. 

And now as a result of this capsuled 
version, 


Requests for reprints have us in a paper 
immersion. 

So to comply with the many calls and 
letters, 

We’ve reprinted the whole story for you 
Equitable go-getters. 

One copy is enclosed with this issue as 
a sample, 

If you want more, apply; our supply is 
ample. 

You can get them by assuming a writ- 
ing position, 

And filling out a standard Field Office 
Requisition. 

However, there’s one limitation to note 
in connection with this gem, 

Each agent can order no more than one 
hundred of them. 





New Retirement at 65 Form 


Northern Life of Seattle, which has 
been issuing retirement income policies 
maturing at 55, 60 and 65 with $1,500 
insurance for each $10 monthly life in- 
come, now also will issue retirement in- 
come at 65 with $10 monthly life in- 
come (females $9), per $1,000 of in- 
surance. These forms are participating. 
Death benefit is face amount or the cash 
value, if greater. 

In lieu of monthly life income under 
the new retirement income at 65, insured 
may surrender for $1,587, receive a fully 
pail-up participating life policy for 
$1,000 and withdraw $833.27 cash; or 
receive a fully paid participating policy 
for $2,106. The last two options are 
insura- 


conditioned upon evidence of 
bility. 
Annual premiums are: 

Age Prem. Age Prem. Age Prem. Age Prem. 
15 24.89 24 32.24 33 44.53 42 67.45 
16 25.54 25 33.30 34 46.38 43 71.16 
17 26.24 26 34.42 35 48.37 44 75.21 
18 26.96 27 35.62 36 50.55 45 79.68 
19 27.73 28 36.88 37 52.91 46 84.87 
20 28.54 29 38.22 38 55.38 47 90.60 
21 29.39 30 39.65 39 58.05 48 96.96 
22 30.29 31 41.17 40 60.92 49 104.09 
23 31.24 32 42.79 41 64.05 50 112.13 





Holds Minn. Rally 


Philadelphia Life’s Minnesota agents 
met in Minneapolis with State Manager 
A. C. Heim for a one-day sales session. 
Present from the home office were Pres- 
ident William Elliott and Superinten- 
dent of Agencies Bertram S. Badch. 
The evening previous to the sales ses- 
sions Mr. Heim entertained the agents 
and home office officiels at an informal 
gathering in his home. Mr. Heim is a 
former home office supervisor. He re- 
cently established headquarters in Min- 
neapolis. 





John N. Osterud, general agent for 
Guarantee Mutual, Spring Valley, Minn., 
has completed 662 weeks on the com- 
pany’s app-a-week club. 

‘Mr. Osterud has been with the com- 
pany for 13 years and his membership in 
the app-a-week club exceeds that of any 
other field representative by nearly one 
year. During 1944, he led the Guaranteé 
Mutual field in production. 


Mass. Mutual Appoints 
Two Group Supervisors 


Massachusetts Mutual Life has ap- 
pointed William W. Van Horn group 
supervisor at New York and Russell H, 
Swisher as group supervisor in Buffalo, 

Mr. Van Horn entered the insurance 
business in 1941 as field service repre- 
sentative of Travelers. He graduated 
from Cornell in 1941. He is an over- 
seas air force veteran. 

Mr. Swisher was with Remington 
Rand in Tonawanda, N. Y., before join- 
ing the group department of Aetna Life 
in 1942. Mr. Swisher is an alumnus of 
Bucknell University. 





Finance Britons in Canada 


TORONTO—Canadian life compa- 
nies are reported to be providing the 
capital for British manufacturing com- 
panies which are anxious to open up 
plants in Canada. It is almost impossi- 
ble for British manufacturers to get 
money out of the country, hence ex- 
pansion programs in Canada have been 
almost impossible up until now. 

According to T. H. Ross, member of 
parliament, this plan was devised by 
Confederation Life and Manufacturers 
Life. Three or four others are already 
in the picture. 


F. E. Cochran Promoted 


Washington National has promoted 
F. E. Cochran from field supervisor to 
manager of the Fort Worth district, 
succeeding C. L. Taliaferro, who re- 
signed to devote his full time to his 
private real estate holdings. Mr. Coch- 
ran joined the company as an agent in 
Cairo, Ill., in 1940. He served as su- 
perintendent there and later as field su- 
pervisor. 

Mr. Taliaferro has been with the com- 
pany for 27 years and was one of the 
early trustees of its savings and profit 
sharing fund. 





SOwL 
LCR 
The institutions of Life and 
Accident and Health insur- 
ance are primarily ones of 
sales and service. We are 
building on that ideal with 


"Service" as our watchword. 


Our Life and Accident and 
Health policies are salable 
and provide maximum cover- 
age and protection to policy 
owners. Liberal agency com- 
mission contracts enable field 
representatives to build for 
the future. 


We place a high value on 
human relationships as well 


as service. 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
Oshkosh, Wisconsin 
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Statistics Help Metropolitan Life 
Plan Its Public Welfare Drives 


“Learning from our experience where 
there are possibilities of saving lives and 
then taking whatever action we can to 
do it,” is the way Dr. Louis I. Dublin, 
vice- -president and statistician of Met- 
ropolitan, describes the statistical mis- 
sion of the company’s welfare division. 
The internationally renowned public 
health expert is completing his 40th year 
with the company having joined it in 
1909 when the welfare division was or- 
ganized. 

Typical of the movements sponsored 
by the company as the result of 
information developed through pains- 
taking statistical research is the nation- 
wide drive to begin next month aimed 
at cutting down the number of children 
between the ages of one and five killed 
by accidents each year. The company’s 
figures show that 5,124 children are 
killed, and tens of thousands more are 
injured annually in accidents. In addi- 
tion to government and civic welfare 
agencies, the National Safety Council, 
and pediatrician groups, Metropolitan’s 
20,000 field men will take part in the 
educational campaign. 


Results from Campaigns 


Admitting that the results of public 
welfare campaigns are sometimes tempo- 
rarily intangible, their ultimate effect 
has been a great contribution to the 
startling increase in the longevity to 
which the average American can aspire. 
From 1900 to 1946 this age increased 
from 48.2 to 65.1 for white males, and 
from 51.1 to 70.3 for white females. The 
insurance industry is quite proud of its 
contributions in making the improve- 
ment possible. It was this increase 
which made necessary the adoption of 
the C.S.O. table and the discard of the 
American Experience mortality table. 


Many Diseases On Decline 


An outstanding factor in the increased 
age expectancy has been the decrease 
in the death rate from tuberculosis, 
which has dropped 90% in the past 25 
years. Other diseases that have 
slumped tremendously as causes of 
death are pneumonia, influenza, dipth- 
eria, smallpox, and typhoid, which has 
almost been eliminated as a fatal dis- 
ease. Fatalities resulting from ap- 
pendectomies show a similar decline. 

Because of the population’s increased 
longevity, Dr. Dublin says that the next 
major public health step to be taken 
will be an attack on the diseases of old 
age. Many more doctors and research 
technicians will specialize in geriatrics 
in the future, he ‘believes. 

During the past 35 years the com- 
pany has played an important part in 


drives against tuberculosis, influenza, 
infant mortality, diptheria, diabetes, 
syphilis, pneumonia, heart disease, ap- 


pendicitis, rheumatic fever, silicosis and 
other industrial diseases, and in many 
other programs aimed at improving 
public health such as nutrition studies, 
accident prevention, etc. Cancer and 
heart ailments are the arch enemies of 
old age today. 


Statistics Play Part 


Behind the public welfare programs 
sponsored by Metropolitan, and a de- 
termining factor in decisions made on 
the necessity for a concerted move- 
ment against diseases or accidents are 
the figures produced by the statistical 
division. About 100 people there as- 
siduously work to keep a day-to-day 
record of claims and to code the causes 
of death. The 33 million policyholders 
of the company, between one-fourth and 
one-fifth of the people in the nation, 
provide a representative cross section 
of all the population. But in addition 
there are figures from the government 
and numerous other sources which per- 
mit the statisticians to maintain constant 
touch with the trends affecting all of 
the population whether insured or not. 
Other companies contribute to the pool 
of information and are kept informed 
of developments. 

Among the important works of the 
statistical bureau is the handling of the 
statistical work for the most famous 
diabetical treatment hospital in the 
country. Long experience with data 
on this disease has made H. H. Marks, 
a bureau executive, “the best informed 
man in the world on diabetes statistics.” 


Data of Every Type 


The statistical department however 
does not restrict itself to claim records. 
Data affecting every phase of life in 
America is collected and stored there, 
after its import has been discerned, and 
relayed to parties interested. For ex- 
ample, birth rates, marriage and divorce 
statistics, population structure, are con- 
tinually watched. The information col- 
lected is relayed to many sources. In- 
side the industry some of the figures 
are used by underwriters and actuaries 
in determining rates. The establishment 
of rates for sub-standard risks could 
hardly be determined without recourse 
to the data. 

But the information is put to even 
more use by non-industry sources. 
Safety and health suggestions derived 
from the data are offered to anyone in 
the country who asks for them. II- 
lustrating the widespread reading and 
use of the publications of the company 
is the estimate by a non-company 
literary organization that the material 
published by the Metropolitan has, next 
to the Bible, been read by more people 
than any other matter that has ever 
been printed. The company spends an 





New N.F.C. Officers Are Shown 


New officers of 
National Fraternal 
Congress who were & 
elected at the Pitts- ; 
burgh convention: 
Front row, left to 
right — John P. 
Stock, president 
Maccabees; George 
G. Perrin, new vice- 
president, who is 
general counsel of 
Modern Woodmen; 
Jeanie Willard, 
vice-president 
Woodmen Circle, 
new N.F.C. presi- 
dent; T. W. Mid- 
if, president 
0.W., Denver, 
retiring N.F.C. chief; K. E. Clabby, New 
England Order of Protection, Boston; 
back row —Steven M. Tkatch, president 
Creek Catholic Union, Munhall, Pa.; W. 

Fisher, executive vice-president Luth- 
eran Brotherhood, Minneapolis; A. W. 


XUM 





secretary United Commercial 


Franklin, 
Travelers, Columbus; Luke E. Hart, gen- 


eral counsel Knights of Columbus, New 
Haven, Conn. All of those who are not 
otherwise designated are on executive com- 
mittee. 


estimated $200,000 to $350,000 annually 
on its welfare publications. 

The “Statistical Bulletin” is probably 
the division’s key publication. <A 
monthly, it is distributed principally to 
educators, physicians, public health of- 
ficials, and the press. It has been pub- 
lished continuously since 1920, and the 
popularity of its anonymously and 
sometimes dryly written reports, is 
proven by the fact that the company has 
had to restrict its circulation to those 
who can make practical use of the ma- 
terial in them. Reports in the bulletin 
are of great assistance to medical people, 

The other publications have also been 


very successful. The company has let- 
ters on file attesting to the fact that 
welfare division pamphlets have actually 
saved lives. 

Among the essential results of all 
public health literature, in which the 
company has long been a leader, is the 
increased attention paid by the public 
to public health activities. An example 
of this occurred in New York City 
within the past year. A man who trav- 
eled into this country from Mexico City 
was found to have died from smallpox. 
Within a few weeks more than six mil- 
lion people were inoculated against the 
disease. 








START THEM ON THE 





| | 50 YARD LINE! 





. .. That’s the aim of Provident’s training program for 


new men. 


Short cuts to success don’t exist, all of us realize, but there 
are lots of short cuts to the old trial and error methods for 
teaching a man the fundamentals in life underwriting. 


Provident’s well integrated training program includes: 


@ Correspondence Training Course 
@ Home Office Training School 

@ Advanced Training Course 

@ Regional Sales Meetings 

@ On the Job Training 


And they are all geared to mesh together in the accom- 
plishment of just one objective—pratical help for the new 


man. 
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LEGAL RESERVE FRATERNALS 





P. R. Effort of N.F.C. 
Called Ineffective 
by Editor Daly 


Criticism of the public relations effort 
of the National Fraternal Congress as 
a whole was made by James G. Daly, 
editor of United Commercial Travelers, 
Columbus, and public relations chairman 
of N.F.C. at the Pittsburgh convention. 
Many fine public relations services are 
rendered by individual societies, he 
granted, but the benefits have accrued 
to the societies and scarcely at all to 
the institution. 

The fraternalistic zeal of the older 
members has not been passed on prop- 
erly to the younger people, he charged, 
“and now we find ourselves in a world 
where fraternalism is the most neces- 
sary of all forces, yet is faced with the 
task of reimpressing it upon the tives 
of men.” He said press releases of in- 
dividual societies have been given atten- 
tion because editors could see the power 
of these, but they have been unable to 
get a conception of the power of the 
societies combined in the fraternal in- 
stitution. 


Got a Little Radio Time 


The committee attempted to get some 
recognition from the radio industry but 
was mainly unsuccessful, although some 
time was given by local stations at the 
Detroit convention last year and three 
leaders of foreign language societies 
spoke in their native tongues over the 
“Voice of America” while at the Pitts- 
burgh convention. 

The congress approved plans for rec- 
ognition of Flag Day in a report of a 
special committee headed by Fred A. 
Johnson, Royal League, Chicago, which 
recommended cooperating with the Wis- 
consin Fraternal Congress in restoration 
of the cobblestone school house on 
Schumacher Hill near Fredonia, Wis., 
to be preserved as a national Flag Day 
shrine. This school house is recognized 
as the birthplace of Flag Day, the first 
exercises having been conducted there 
by Dr. Bernard J. Cigrand, the teacher, 
June 14, 1885. 

Steps effectively to relate the youth 
services of fraternal societies with other 


youth programs in the local communi- 
ties, state and nation were considered 
in the junior membership report of 
W. G. Fisher, executive vice-president 
Lutheran Brotherhood, Minneapolis, 
committee chairman. The committee 
originated a fine exhibit of junior mem- 
bers handiwork and activities, consist- 
ing of some 20 individual exhibits. 
Chairman Fisher in the report recom- 
mended that fraternal groups participate 
in established national and local youth 
conferences for continual stimulation in 
development of effective youth programs 
adaptable and germane to the fraternal 
system. There must be positive steps 
taken to counter the destructive forces 
in homes, communities and the nation 
which are undermining and weakening 
the wholesome development of youth, 
the committee reported. There is urgent 
need for effective mobilization of all the 
nation’s resources in a program to 
strengthen American youth. The com- 
mittee especially favors the Boy Scouts 
movement which it finds fits easily into 
any nationality or religious group, or 
any group not having its own fraternal 
program. 


Say Consultant Is Needed 


It was suggested that to wrap up into 
one package many varied youth pro- 
grams of the independent fraternals who 
operate on an_ institution-wide basis 
would require a qualified person to give 
full time direction to a youth service 
program, and said that though the se- 
curing of such a director is highly de- 
sirable, no committee formula or sug- 
gestion in that direction was being made. 
There is, however, great need for con- 
sultative services in the youth program. 

An important subject is the possible 
effect of the new C.S.O. mortality table 
on the junior business, whether it will 
result in increase or decrease in mem- 
bership. The subject was dealt with 
at length in the actuaries’ section meet- 
ing by Mary M. Cusick, Royal Neigh- 
bors, Rock Island, III. 

In this study, experience of 13 fra- 
ternals, each of which at the’end of 
1947 had more than $15 million juvenile 
insurance in force, was analyzed. Total 
juvenile in these 13 societies was $462,- 
500,000, or over 53% of total juvenile 
reported; total membership 682,938, or 
46%. 
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Progressive Southern Life Company has opening for 
man under forty-five. Attractive proposition, good 
future for one with proper qualifications, capable of 
assuming responsibility of Department. Reply, stating 
past experience, age, education and salary expected. 


Address S-4, c/o The National Underwriter 
175 West Jackson Blvd., Chicago 4, Ill. 
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This study indicated most societies 
safely can issue juvenile insurance on 
the C.S.O. table and still have ample 
mortality margins to include in divi- 
dends, provided conservative underwrit- 
ing principles are continued. Improve- 
ment in mortality at juvenile ages has 
been so great since the American ex- 
perience and Standard industrial tables 
were constructed, Miss Cusick reported, 
that mortality margins on the bases on 
these tables are redundant. 

The final mortality rates appeared to 
be unreasonable at age O and 1, and 
possibly age 2, she said, no doubt due 
to the nature of the material used as a 
basis for preparing the report. The true 
mortality rates experienced at these ages 
by the 13 societies could be ascertained 
only if they would furnish the required 
statistics for such a calculation. The 
mortality rates for ages above 2 show 
there has been great improvement in 
the mortality among juvenile insured 
lives. Miss Cusick noted that in the 
final mortality rates of the study the 
lowest mortality rate was at age 11, 
which age also has the lowest mortality 
rate in the C.S.O. table. 


Foster on Government Inroads 


R. Leighton Foster, counsellor of the 
Canadian Fraternal Assn., Toronto, in 
a talk on fraternal insurance in Canada, 
noted government insurance is not a 
serious factor in the Dominion but “the 
handwriting is on the wall.” A demand 
for government life insurance, or sociali- 
zation of the life insurance business, is 
being voiced by a radical minority group 
in Canada. 

Experience with government annuities 
and hospital insurance in Canada estab- 
lishes that private enterprise as repre- 
sented by insurance companies and Blue 
Cross cannot survive in the face of com- 
petition from a government scheme 
heavily subsidized with taxpayers’ 
money, he said. He cited the Dominion 
government annuities scheme established 
in 1908, subsidized only a little bit at 
first, but for the last 15 or more years 
costing 25 to 40% less than comparable 
annuities issued by private companies, 
with the government subsidy running 
into millions of dollars annually. It has 
been announced by the government the 
whole scheme will be investigated by a 
special parliamentary committee next 
session, Mr. Foster said. 

There has been a similar experience in 
British Columbia where last spring the 
legislature passed a new hospital insur- 
ance act and the Blue Cross organiza- 
tion there is to close its doors at the 
end of this year. Mr. Foster said insur- 
ance companies are being driven from 
the hospital insurance field in thé 
province, except for excess coverage 
providing private and semi-private ward 
accommodations and allied benefits. 


Urges Uniform Merger Law 


Suggestion that the law section con- 
sider sponsoring a uniform law covering 
the joinder of fraternals, applicable both 
to union of two domestic societies and 
of domestic and foreign societies, and 
also of organizations of different char- 
acter such as fraternal and nonfraternal 
societies, and profit and nonprofit cor- 
porations, was made by Bresci R. P. 
Leonard, Pittsburgh attorney, in a talk 
before the section on “Merger of Fra- 
ternal Beneficial Associations.” Because 
of their unusual character, fraternals are 
sharply limited in regard to merging or 
consolidating. Also, unless their charters 
specifically provide authority to merge 
upon approval by members, the courts 
have found merger illegal and void. 

George G. Perrin, the new N.F.C. 
vice-president, by invariable custom will 
become the president at the 1949 con- 
vention, which is to be held in Wash- 
ington, D. C., where the N.F.C. was or- 
ganized Nov. 16, 1886. 

He has been general counsel of Mod- 
ern Woodmen, Rock Island, IIl., since 
1927 and associated with the society 
since 1908 when he became assistant 
general counsel. Mr. Perrin, a native of 
La Harpe, IIl., received the degree of 


law and philosophy in University» of 
Chicago after attending a seminary, be. 
ing a high school principal at Warsaw 
Ill., and attending University of Illinois 
Subsequently he practiced law in Chi. 
cago associated with Lackner, Butz & 
Miller. 


A.O.U.W. of Kansas Starts 
Agency Development 


Ancient Order of United Workmen 
Newton, Kan., is celebrating its 7oth 
anniversary by inaugurating an agency 
plan as a major step in further develop. 
ment with a goal of $50 million of busj- 
ness. An A.O.U.W. agency is to be 
planted in each county of the state 
President Edgar Bennett stated. ; 

A juvenile accident policy for school 
children 5-16 years has been brought out 
President Bennett is a former mayor of 
Newton and a past president of the 
Smet of Commerce and Lions Club 
there. ’ 


Federation Life Elects 


LANSING, MICH.—Milwaukee men 
were named officers of the Federation 
Life of America, Milwaukee, a Polish 
fraternal, at its 13th quadrennial con- 
vention here. Joseph F. Pitotrowski was 
elected president; Chester J. Michalak, 
first vice-president; Joan ‘Strzeszewska, 
second vice-president; Albert Pawlak, 
executive secretary; Peter J. Szeflinski, 
treasurer; Jane Huebner, William Ko- 
walkowski, Ignatz Sokolmiki and Louis 
Klatt, directors, all for four years. 

The next convention will be held at 
Milwaukee in 1952, and at Harwick, Pa., 
in 1956, 


Iowa-Nebraska Gathering 


LINCOLN, NEB.— Louis Witkin, 
Omaha, was reelected president of the 
Iowa-Nebraska region of Workmen’s 
Circle and all other officers were re- 
elected. Samuel Lerner, Omaha, is sec- 
retary, and Max Crounse and Max Seli- 
cow, Omaha, district committee mem- 
bers. 

The fraternal, interested in the labor 
movement, passed a resolution attacking 
the Taft-Hartley law and opposing dis- 
crimination against workers because of 
race, creed or color. Delegates were 
dinner guests of the two Lincoln 
branches. The other Nebraska chapters 
are in Omaha, 


Jerry E. Long Is Named 


OMAHA—Jerry E. Long of Albany 
has been appointed a national director 
of Woodmen of the World of Omaha. 
He succeeds the late Arthur G. Busby, 
Meridian, Miss,. and takes his place 
as national sentry at the directors 
meeting at Pittsburgh this week. 

Mr. Long joined the society in 1906. 
He served several terms as consul com- 
mander at New York. He is head con- 
sul of the New York jurisdiction 





Pa. Congress Meets 


The Pennsylvania Fraternal Congress 
will hold its annual meeting Nov. 16-17 
in the Jermyn hotel at Scranton, Pa. 


Held Appointed Supervisor 


William F. Held of Peru, Ind., state 
manager for Gleaner Life, has been pro- 
moted to field supervisor covering the 
four states in which the society opert- 
ates: Michigan, Ohio, Illinois and In- 
diana. He started with the society as 
an agent in 1934 and has been Indiana 
manager for six years. 


Kottler Incorrectly Identified 


Oscar A. Kottler, deputy superinten- 
dent of the Pennsylvania department 
stationed at Philadelphia, was _ incor- 
rectly identified in a picture in the Na- 
tional Fraternal Congress’ Pittsburgh 
convention report recently as formerly 
associated with Protected Home Circle 
of Sharon, Pa. His society actually was 
Artisans Order of Mutual Protection, 
Philadelphia. 
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Blotter Service Gives 
Agent a Track to Run on 








Nearly all new agents have the prob- 
lem of finding enough people to whom 
they can talk insurance on a friendly 
basis. One of the most practical meth- 
ods of meeting this problem on a sys- 
tematic basis was devised back before 
the first world war by C. A. Macauley, 
state agent of John Hancock Mutual at 
Detroit, and is as workable today as it 
was then. Though the Macauley agency 
does not stress the plan as much as it 
used to, it still works fine for those who 
use it consistently. 

The plan is simply for the agent to 
circulate among office buildings and fac- 
tories, leaving calendar blotters each 
month with all people who might pos- 
sibly be prospects. 

The blotter system enables the new 
man to make numerous and repeated 
contact with a large number of potential 
prospects. At the same time, he is not 
wasting a lot of time talking insurance 
or trying to talk insurance with people 
whose minds are closed and who would 
be suspicious of the usual cold canvass 
approach. The plan is far less expensive 
than other ways of making contacts, 
such as joining clubs and taking people 
to lunch. It provides an organized type 
of activity, a track to run on. 


Get Accustomed to Agent 


The aim of the blotters is not just to 
keep the idea of life insurance or the 
agency’s name before the prospects but 
to get the recipients used to seeing the 
agent coming around every month. In- 
cluded with the monthly blotter is usu- 
ally a piece of sales literature and often 
a prospect will ask what it is about. 
The main thing, however, is that each 
person who gets a blotter gets used to 
seeing the man. After a couple of calls 
a blotter recipient will often initiate con- 
versation with the agent or the agent 
may start the ball rolling if the occasion 
seems propitious. Obviously, he must 
have discretion and sense of timing, for, 
of course, if the agent is a dope he is 
not going to get very far with this sys- 
tem or any other. 

These conversations frequently bring 
out something in common between the 
agent and the man he is talking to—per- 
haps they went to the same college, are 
members of the same fraternity or order. 
At all events, there are few men behind 
desks who won't exchange a few friend- 
ly words with a friendly and intelligent- 
looking young fellow who comes by 
every month to pass out an attractive 
and useful calendar blotter. 


Like Industrial Man’s Debit 


The blotter plan gives the ordinary 
agent the same definite field of opera- 
tions that the industrial man has in his 
debit. The area he is working in is 
concentrated, so that while he has to do 
quite a bit of leg-work he sees a large 
number of people in doing it. The agent 
avoids the usual temptation to jump 
from one end of town to the other fol- 
lowing up his prospects. 

The blotter plan also has the advan- 
tage that it does not conflict with any 
system of training or selling. The agent 
can use package selling, programming 
Or any other system he has been taught. 





man under age 45. Salary open. 
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UNUSUAL OPPORTUNITY 


Large, progressive, life insurance company seeks an assistant medical 
director capable of succeeding the present medical officer when he 
retires under the Company's pension plan within a few years. Prefer a 


Our staff knows of this advertisement, so write in confidence giving full 
information in your first letter. Enclose a recent snapshot if available. 
Address Box R-60 
National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 


When he was general agent for John 
Hancock at Portland, Ore., Warren T. 
Macauley, son of C. A. Macauley, and 
now associate general agent at Detroit, 
made good use of the blotter plan in 
rapidly building up the Portland agency. 
He found that by systematically work- 
ing the buildings there were always a 
number of new prospects to be added. 
In this way, the blotter plan has the 
advantage of a group insurance set-up 
in providing new material to work on. 


No Trouble Getting Permission 


Ordinarily it is necessary to get per- 
mission from the management to dis- 
tribute the blotters each month but 
there is rarely any trouble about getting 
it. The type of blotters that is used 
was decided on after considerable 
thought and some research. It devel- 
oped that gray was the favorite color, 
that a single month’s calendar was the 
best on the small blotters, and that there 
was no objection to adv ertising being on 
the blotter as long as it was not too 
large. The Macauley system is to dis- 
tribute the small blotters for two months 
and then give out a large desk-size blot- 
ter the third month with several months’ 
calendars on it. 

Brief and pithy advertising messages 
are effective in heightening the blotters’ 
usefulness. For example, one message 
reads, “You can buy your life insurance 
from the John Hancock representative 
who gives you the Blotter Service or 
give it to the agent that ‘pesters the life 
out of you.’ ita our methods won’t win 
your application as well as your good 
will, then the other fellow ought to ‘run 
you ragged.’ The end justifies the 
means. Perhaps, if you insist, our rep- 
resentative will take your application 
before he leaves your office. You never 
can tell until you a id 

Another: ‘We say it with 
You say it with applications. 4s 

Another blotter is headed “Our Code.” 
The message reads: “You will get our 
J.H.B.S. (John Hancock Blotter Serv- 
ice) without obligation, because it pays 
to advertise! When you or your friends 
are planning to add to your life insur- 
ance or buy an annuity, remember our 
number, Cadillac 2730. Say when!” 

A blotter captioned “As You Like It” 
reads: “If our blotter service pleases 
you, tell others. If you need life insur- 
ance, tell us. Our representative merits 
your confidence on any phase of life in- 
surance. Say when!” 


blotters. 


Supervisors Hear Lawyer 


Thomas N. Griggs of the law firm 
of Griggs, Moreland, Blair & Douglass, 
Pittsburgh, will talk on the importance 
of cooperation of attorneys and insur- 
ance representatives at the Sept. 27 
meeting of Pittsburgh Life Supervisors’ 
Club at the Hotel Roosevelt. 


Women to Hear | Two Talks 


Women Life Underwriters of Chicago 
at a luncheon meeting Oct. 18 are to 
hear talks by Lillian F. Reid, New York 
Life, and A. J. Zern, general agent 
Northwestern National ‘Life. Both will 











deal with “Personal Illustrations,” “Re- 
tirement Plans” and “Single Premium 
Annuities.” 

The organization is starting special 
lecture sessions to which both women 
and men are invited, to be held in the 
assembly room of Equitable Society’s 
building. Daniel P. Cahill, director 
insurance marketing course, Purdue, 
will lecture Nov. 8 on “Prospecting 
Approach and Close.” The sessions 
will run from 3:30 to 5:30 p. m. 


Contrasts Canadian 
and U.S. Laws on 
Life Insurance 


Great power lies in the provinces to 
legislate respecting property and civil 
rights within their borders, Robert 
Bigelow of Toronto, general counsel In- 
dependent Order of Foresters of that 
city, told the law section of the National 
Fraternal Congress in an address on 
“Some Aspects of Canadian Insurance 
Law.” He noted there has been a trend 
in the Dominion toward vesting more 
and more authority in the provinces and 
restricting authority of the federal gov- 
ernment to regulate the insurance in- 
dustry, as contrasted in United States, 
where the inclination has been toward 
liberalizing the definition of interstate 
commerce. 


Division of Authority 





Mr. Bigelow said in practice the juris- 
diction in Canada is divided between 
the Dominion and the provinces some- 
what as follows: (1) the Dominion 
licenses, inspects and requires the de- 
posits from British and foreign insurers 
and those incorporated under the laws 
of the Dominion. (2) Each province, 
except Nova Scotia, requires all insur- 
ers transacting business therein to file 
annual statements and be licensed by it 
whether or not they are licensed by the 
Dominion. The provinces inspect 
provincial insurers which are not 
registered by the Dominion but do not 
inspect or require deposits from any 
insurers holding Dominion _ licenses. 

(3) Each province has an exclusive 
jurisdiction respecting the form of in- 
surance certificates issued within its 
boundaries and licensing regulation for 
agents transacting business within the 
province. 

This division of authority works out 
satisfactorily. Canada is fortunate in 
having uniform provincial laws respect- 
ing rights and status of insured persons 
and beneficiaries, and since 1924 a uni- 
form life insurance act has been in 
force in the eight common law prov- 
inces, 

Long Service Records 


A change in government does not 
necessarily mean there will be a new 
insurance superintendent, for superin- 
tendents are not elected by popular vote 
but by their respective government, and 
go_under civil service. 

He said in giving the public what it 
wants basic principles of common law 
to some extent had been ignored. One 
requirement of the public seems to be 
establishment of a class of beneficiaries 
whose claim to insurance monies will 
take priority over creditors of the de- 
ceased. The uniform life insurance act 
in Canada establishes a statutory trust 
in favor of a group of preferred bene- 
ficiaries such as husband, wife, etc., so 
that when insured has designated as 
beneficiary a member of such class he 
cannot alter his designation, except 
within the preferred class, or otherwise 
deal with the insurance contract. 


Searcy to Amer. Nat'l as 
Regional Agency Director 
Lee Searcy, formerly assistant vice- 
president of Life of Virginia, has re- 
signed to become regional director of 
weekly premium agencies of American 
National. He started with Life of Vir- 
ginia as an agent in Indianapolis in 


1929. He became an assistant man- 
ager, traveling inspector, and manager 
ot a Detroit district before going to the 
home office in 1942. 





Lawyers Speak at Chicago 
A. Owen, attorney, will 
speak on “The 1948 Revenue Act” at 
a luncheon meeting of Chicago Life 
Insurance & Trust Council Oct. 15. He 
is a member of the ‘Chicago law firm 
of Hopkins, Sutter, Halls, DeWolfe & 
Olwen. George J. Laikin, attorney and 
Chicago and Milwaukee tax authority, 
will address the council Nov. 16. 


Anderson 





N. Y. Bar Meets Jan. 27 


The next meeting of the insurance 
section of New York State Bar Assn. 
will be Jan, 27 at the Waldorf-Astoria 


Hotel, New York. There will be a 
luncheon followed by a business ses- 
sion. 





Miss Stella D. Collins, cashier of the 
St. Louis agency of Mutual Benefit Life, 
was honored by her associates on her 
40th anniversary with the agency. The 
agency personnel joined in offering con- 
gratulations and presented Miss Collins 
a portable typewriter. A. F. Beinke, 
who has been with the agency since 
1918, made the presentation and paid 
tribute to Miss Collins’ long association 
with the company. 
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Top quality sales methods de- 
velop top quality men. We 
congratulate the following 
Central Life producers who have 
earned recognition by receiving 
the National Quality Award. 
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A. B. Olson 
Eric J. Wilson 
W. C. Jordan 
A. L. Allen 
Fred H. Brown 
A. B. Cramer 
Don B. Lohner 
W. D. Moore 
J. E. Schweikert 
Leland IT. Sloane 
W. H. Wright 
William Zumbhof, Jr 
George F. Garrison 
Howard C. Fowler 
Howard R. Puyear 
Bryan Wallick 
Lindner 
Banks 
Tucker 
Meinhardt 
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THOMAS and TIFFANY 
CONSULTING ACTUARIES 
211 West Wacker Drive 





CHICAGO 6 
Telephone Franklin 2633 
B. Russell Thomas, A.A.S., A.A.1.A. 
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Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 


10 S. La Salle St., Chicago 3, Illinois 
Telephone Franklin 4620 


S. Tressel, M.A.1.A. 
joscovitch, A.A.1.A > Sa Or city 
uf, C.P.A. Robert Murray 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis — Omaha 
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NELSON and WARREN 
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FACKLER & COMPANY 
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Failure to Cover Employes 
Basis for UCD Demands 


(CONTINUED FROM PAGE 9) 


tations imposed on its objectives by spe- 
cial taxes and there is the increasingly 
recurring suggestion that these be given 
up in favor of financing out of general 
‘revenue, he indicated. 

Mr. Rector recalled that when federal 
social security legislation was enacted in 
1935, federal officials were violently op- 
posed to experience rating and used 
every device to have the states adopt 
pooled-fund flat rate laws whereby all 
employers pay into a common fund at a 
common rate of taxation. The pooled- 
fund principle was the approach in the 
European countries which at that time 
were or subsequently have become so- 
cialistic. Those opposed to experience 
rating regarded unemployment compen- 
sation as solely a program for employes. 
They were against any principle which 
would enlist employer interest in the 
many policy matters, both legislative 
and administrative, in connection with 
unemployment compensation. In their 
estimate, the employer had only one 
function, that of putting up the neces- 
sary money for benefit disbursement by 
government officials. 


Experience Rating Savings 

Along the same line, Paul F. Gorby, 
personnel manager of Marshall Field & 
Co., Chicago, reported that since experi- 
ence rating for unemployment compen- 
sation taxes went into effect in 1943, IIli- 
nois employers have been saved an 
amount equal to more than the total net 
profit of all U. S. corporations from 
1930 to 1937. Since 1943, Illinois em- 
ployers paid in a half billion dollars 
less to the state fund than they would 
have under a uniform payroll tax of 
2.7% as provided in the federal unem- 
ployment compensation act. Mr. Gorby 
warned that the interest of the Illinois 
business men in the law is becoming 
more widespread as they see ahead the 
possibility of an ultimate loss of savings 
thus far gained. They can only be pre- 
served and full benefits can only be 
paid if, as more stringent times lie in 
the future, the benefit retirements are 
tightened, he asserted. 

The speakers were bombarded with 
many more questions at the close of 
the session -than they could answer, 
many of them for technical information. 
That Illinois employers are aware that 
a concerted effort is being made to push 
through compulsory disability insurance 
in their state was evidenced by their 
close questioning of Mr. Leavey on the 
workings of the California act under 
which his company has written a con- 
siderable amount of business. 


Here are the members of the 100th class of the Travelers Life, Accident and group school, which has been operating since 1936 
and now has 3,000 alumni: Third row, standing, Gordon P. Copeman, Bernard P. Saunders, Paul F. Heising, Saul Liss, William 
R. Burns, John Pettlon. Second row, Samuel W. Barrick, John P. deCourcy, Don W. Hylton, Howard Osburn, Robert F. Bloom 
er, William H. Curran, Jr., Sydney C. Tozier, Viele P. Rose, Vern C. Osting. First row, Roy Rehme, Howell R. Hanson, Howard 
F, Alger, Harthel R. Wells, Thomas L. Parris, John F. Carr, Donald D. Russell, Josiah E. Bacon, II, Frank Delmonaco. 


Two Big Questions in 
“Cash Sickness” Plans 


(CONTINUED FROM PAGE 1) 


aims to accomplish. It is financed by 
a flat 34% tax on employes, plus an 
additional variable tax on employers, 
according to claim experience. This 
eliminates both the overfinancing and 
underfinancing problem and the anti- 
selection clause. If other sickness com- 
pensation laws are passed in the future, 
he said insurance should lend every effort 
to see to it that the law provides for 
a merit rated employer tax. 

Little Chance for Private-Cover Bill 


While insurance people generally 
would prefer the all-private insurance 
type of bill to a competitive state fund, 
the outlook for such a bill at present 
does not seem too good until it gets 
some effective sponsor whc wants it 
more than no legislation at all, “and 
I am afraid that there is little likeli- 
hood of that type of sponsorship coming 
from the insurance business in the near 
future.” 

He stressed the importance of pro- 
viding for employer contribution, which 
should not be difficult to secure because 
of the benefits to the employes, and 
said insurance should press strongly 
for employer financial participation in 
any sickness compensation laws which 
may be enacted in the future. 





Ind. Assn. Sponsoring 
Four-City Sales Congress 


A caravan to stage a one-day sales 
congresses sponsored by the Indiana 
Life Underwriters Assn., will visit 
Greensburg, Indianapolis, Muncie, and 
South Bend. Dates are tentatively set 
for April 6-9. 

A meeting of local presidents at In- 
dianapolis, sitting as a general com- 
mittee, approved the subcommittee 
chairmen appointments of Easley Black- 
wood, Metropolitan, Indianapolis, and 
E. A. Crane, Northwestern Mutual, In- 
dianapolis, program: Horace Storer, 
Bankers of Iowa, Indianapolis, budget 
and finance; Herb Havens, Western & 
Southern, Indianapolis, promotion; Fitz- 
hugh Traylor, Equitable Society, In- 
dianapolis, arrangements; R. W. Osler, 
Rough Notes Co., Indianapolis, printed 
materials. 





Franklin Names Schreiber 
Ted Schreiber has been appointed gen- 


eral agent in Galveston for Franklin 
Life. He was formerly with American 


National and is a member of the Million 
Dollar Round Table. 


Stress Need of Group 
for Smaller Employers 


(CONTINUED FROM PAGE 2) 


70% of the business concerns which it 
insures have less than 100 employes and 
all but about 6% have less than 500 em- 
ployes. Thus, the group’s department's 
operations have developed coverage for 
the small employer with preponderantly 
greater rapidity than for the large em- 
ployer. Up to the present only 35% of 
State Mutual policyholders have bought 
group life only and about 50% have 
bought three or more forms of coverage 
while 21% bought five or more forms, 

During his talk Mr. Plumley analyzed 
the commissioners’ model bill and talked 
on the sales opportunities provided by 
the various state temporary disability 
benefit acts. 





Equitable Actuaries 
Get New Duties 


Equitable Society has appointed 
Thomas J. Attridge as divisional group 
manager at Milwaukee; Richard M., 
latt as divisional group manager at 
Newark; Samuel J. Mazzola as as- 
sistant divisional group manager at 
Newark; S. Jerold Duran as assistant 
divisional group manager at Des Moines, 
and John K. McKee as assistant divi- 
sional group manager at Phoenix. 

Mr. Attridge has been ssistant divi- 
sional group manager for the south- 
western division for nearly three years. 
He joined the company in 1934 shortly 
after graduating from Manhattan Col- 
lege in New York City. He was a 
wartime naval lieutenant. 

Mr. Platt joined the company in 1934 
in the group underwriting bureau. He 
has been assistant divisional group man- 
ager since February, 1947, in the New 
York metropolitan division, of which 
northern New Jersey was formerly a 
part. Mr. Mazzola has been with Equi- 
table since 1924, serving in the home 
office administration, actuary’s and lay 
underwriting departments before he be- 
camé group service supervisor in 1944, 

Mr. Duran has been with Equitable 
two years in the Chicago office as serv- 
ice supervisor. He graduated from 
University of Iowa in 1946 after serv- 
ing as an army lieutenant. 

Mr. McKee joined the group depart- 
ment in February, 1947, as service su- 
pervisor in Cleveland. He was a lieu- 
tenant (j.g.) in the coast guard. 


Aetna Opens TDB Branch 


Aetna Life has opened a branch of- 
fice of its general agency at Newark 
under F. O. Dietter to handle the writ- 
ing of cash sickness benefit business. 
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MEET A MAN WITH 


BLOOD 


HIGH PRESSURE 


1. Everybody has blood pressure. It goes up every time 
your heart beats, down when your heart rests. The aver- 
age level of your blood pressure goes up and down, too, 
depending on whether you are active or quiet, excited 


or calm. 
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2. The doctor discovered that the level 
of this man’s blood pressure stayed high 
most of the time. He had high blood 
pressure (hypertension). 
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6. He followed his doctor’s instructions 
about diet, so that the food he ate 
might help his condition, and avoid 
putting an extra burden on his heart. 





3. His heart had to work harder to cir- 
culate his blood. This extra strain often 
enlarges the heart muscle. Arteries, 
brain and kidneys may also be affected. 









7. He brought his weight down to nor- 
mal and kept it there. For blood pres- 
sure often rises and falls as weight goes 
up and down, 


HOW MEDICAL SCIENCE COMBATS HIGH BLOOD PRESSURE 


4. However, after a complete medical 
examination, this man learned that 
like most high blood pressure patients 
today, he could do a lot to help himself. 





8. He learned to keep calm, to avoid 
worry and emotional strain, because 
nervous tension and hypertension often 
go hand in hand. 


5. By taking his doctor’s advice, he 
learned how to live with his ailment, 
to slow down at work and play, to get 
plenty of sleep and rest. 





9. He sees his doctor for frequent check- 
ups. Under good medical care and 
with sensible living habits, he can look 
forward to many happy, useful years. 
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High blood pressure may clear up quickly 
under a doctor’s care. Sometimes, a period of 
time elapses before progress is made. There 
may be infections to eliminate, or the doctor 
may conclude that special diets, drugs or sur- 
gery are needed. 

Control of hypertension is easiest when it is 
discovered early—and the surest way to do 
this is through periodic medical examinations. 
This is particularly important if you are middle- 
aged or older, are overweight, or if there has 
ever been high blood pressure in your family. 


There is real hope that future advances of 
medical science will provide still more effective 
means of combating high blood pressure. Many 
continuing studies are being aided by the Life 
Insurance Medical Research Fund, supported 
by 148 Life Insurance Companies, which makes 
grants for special research in diseases of the 


heart and arteries, including high blood pressure. 


For further helpful information about high 
blood pressure, send for your copy of Metro- 
politan’s free booklet, “Your Heart.” 


TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE— KEEP IT! 





Metropolitan Life 


“" 
Insurance ‘j’ Company 
(4 MUTUAL COMPANY) 


- 
1 Maprson AvenveE, New York 10, N. Y. 


Tuts advertisement is one of a continuing series 


sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 
colors in magazines with a to circulation in 
excess of 34,000,000 including Collier’s, Time, Sat- 
urday Evening Post, Ladies’ Home Journal, G 
Housekeeping, Cosmopolitan, McCall’s, American 
Magazine, Woman’s Home Companion, National 
Geographic, Parents’, and Redbook. 





.. Lhe a Miracle!” 


“I feel as though John were still here . . . signing every 
check, as he used to do. His thoughtful planning with 
his insurance man has given me money for immediate 
bills, and for the children’s college later. The mortgage 
is paid off. Each month, so long as I live, a check will 
come—from him.” 

yor ¢ 


Struck by grief, but not by fear—this widow sums up 
all that is best in the profession of life insurance. Such 
bittersweet endings are inspiration to the underwriter 
whose planning makes them possible. . . . They are 
dramatic evidence of the quiet miracle of life insurance 
at work. What other profession can offer such deep 
personal gratification, such heartfelt impetus to future 


success? 


ETNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Company + Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 





